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BEAUTY PLUS! Tinted to blend with 
interior and exterior of the home. 
WEAR PLUS! 100°. corrosion-proof, 
impervious to salt-spray, rain, sun. 
Never a screen bleed stain! 
STRENGTH PLUS! Resists up to six 
times more impact than metal screen- 


cloth of equal gauge without denting, 
bulging or breaking. 


HANDLING MINUS! One-fifth the 
weight of metal, easy to stretch taut in 
framing. Cuts with ordinary scissors. 
Leaves no sharp ends. 


SALES PLUS! Sell one window — 
youll sell Velon screens for the 
whole house! Ready in standard 
widths and gauges. Ask your sup- 
plier. Free. Write Firestone, Akron 
for your full-color Velon booklet. 


BEST TODAY::: 

STILL BETTER x 

TOMORROW, 
‘®) fox 


#tMALE MARK 


Listen to the Voice of Firestone Monday Evenings over NBC 
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Aighlights OF THE ISSUE 


One of the most modern and complete home building stores in 
the nation is found in St. Paul, Minn. On page 45 is the story of 
how a modern store for modern merchandising was built after fire 
destroyed the original building. Over-counter merchandise and 
home appliances are featured along with all building materials... 
Ambitious men all over the country are building their own homes 
with the help of neighbors and friends, and lumber dealers are 
helping by supplying packaged sales of materials and good advice, 
see page 50... A many purpose building material for homes and 
farm buildings, asbestos cement board, along with asbestos cement 
shingles, is becoming an important item in many retail yards. On 
page 52 is a discussion of methods of application and variety of 
uses, the latest article in the “Know the Products You Sell” series. 

. “Good lumber, building materials, and contracting” is the 
trademark of one Texas dealer who has been both a successful 
dealer and builder for the past 27 years. The article on page 57 
describes his methods of merchandising and building which have 
brought him both customer satisfaction and profits . . . Arousing 
interest from the time it was first introduced to the industry, the 
Ingersoll utility unit is now of special interest to building material 
dealers because of plans being made to include them in the selling 
policy of the future. A description of the unit appears on page 60. 

. A small but cleverly written monthly direct-mail magazine has 
helped build sales volume and customer interest for one dealer. 
What the magazine contains and how it is laid out is discussed on 
page 62. 
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= Ralph L. Smith Lumber Co. 


MANUFACTURERS 
and WHOLESALERS 


of 8 pecial 


















IN FACT, 
ANY SPECIALTIES MADE FROM WESTERN LUMBER! 


* 


Douglas Fir and Sitka Spruce Ladder Stock 


—Rough or Run to Pattern 


WE MANUFACTURE and SPECIALIZE IN 


* Furniture Dimension * Glued-Up Stock 
* Carpenters’ and Special Mouldings 
* Venetian Blind Slats, Rails and Fascias 
* Ready-to-Assemble Furniture Parts 


* Industrial Shook 
CARLOAD QUANTITIES ONLY 








WE ALSO WHOLESALE: Hemlock + Douglas Fir + Sitka When making inquiry, 


Spruce « Ponderosa Pine and other West Coast Woods please address all 
correspondence to our 





Kansas City offices. 


Ralph L. Smith Lumber Co. 


Manufacturers and Wholesalers e 1635 Dierks Bldg., Kansas City 6, Mo., Victor 4143 


Member of Western Pine Ass’n, National Wooden Box Ass’n, Ponderosa Pine Woodwork, National-American W hole- 
sale Lumber Assn. 


WEST COAST OFFICE s 910 PORTER BUILDING e PORTLAND 4, OREGON 
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News ~ Tit 


FLASHES + « & & &  * 


NON-RESIDENTIAL BUILDING WAS SLASHED two-thirds by 


the Civilian Production administration for next 45 days. Purpose: 
to save more materials for veterans housing. 

NEW HOMES AUTHORIZATIONS CUT by’ the National Hous- 
ing agency from the 35,000 a week average of the last two and a 
half months to about 12,500 a week. Reason: authorizations have 
outrun materials. Lack of vital materials halted construction of 
many homes. 


BUILDERS MUST SUBMIT DETAILED PLANS, the NHA an- 


nounced, in another step to tighten up construction. Inspections 
will be made as work on veterans homes proceeds. Reason: com- 
plaints that builders charge excessive prices for quality offered. 


FEATHERBEDDING UPPED BUILDING COSTS approximately 


50 percent in major cities, a nation-wide survey by the National 
Association of Real Estate Boards showed. 


LOGGERS-MILL WORKERS STRIKE STAVED OFF in the north- 


west by an agreement between the International Woodworkers of 
America (CIO) and fir employers. CIO granted five-cents-an-hour 
increase, but War Stabilization board must approve it. 


MORE LUMBER FOR HOUSING may be set aside by CPA. 


M. W. Niewenhous, director of forest products, revealed CPA is 
considering increases at mill level from 8,200,000,000 feet to 12,000,- 
000,900 feet. 


VETERANS PREFER TO RENT, not build, at this time. Survey 


by non-government agencies showed 77 percent ex-servicemen 
wanted to rent in San Diego, 85 percent in New York City. War 
Department survey at separation centers showed only 1 percent 
wanted to build now. 


LUMBER OUTPUT WILL TOP LAST YEAR'S production by 


2,500,000,000 feet, the Department of Commerce estimates. Govern- 
ment's prediction for this year is 30,000,000,000 feet. 


SUBSIDIES RAISED FOUR QUESTIONS that were unanswered 


by presstime. These were: 1. Who will get the subsidies? 2. How 
much will be allocated in individual cases? 3. How long will sub- 
sidies be paid? 4. When will they start? 


TRUMAN THREATENED TO VETO OPA extension bill as 


altered by the House. The much-amended bill, Truman said, would 
actually mean a “quick end to price control.” 


CEMENT BLOCK CRISIS in Michigan came to a head. Six 


manufacturers who suspended shipments in May because of price 
control situation announced they would resume selling and defy 
OPA ceilings. State-wide shutdown of the industry predicted unless 
OPA relief forthcoming soon. 


CANADIAN LOGGERS STRIKE CONTINUED, although a settle- 
ment was expected to follow agreement on this side of the line. 
Loggers demanded 18-cents-an-hour increase and 40-hour week. 

PREFAB PLANT EMPLOYEES WILL DOUBLE before the end of 
1946, predicts the U. S. Employment service. Total employees in 
March 6,500; by year’s end 15,000, says USES. 

CEMENT OUTPUT EXCEEDS DEMAND by almost 2 to 1. Most 
optimistic consumption estimate calls for 60 percent of industry's 
capacity, says Marquette Cement Manufacturing company, citing 


figures from U. S. Bureau of Mines and U. S. Department of Com- 
merce. 
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WHAT THEY SAID 


On-the-record quotes on 
Patman Bill enactment 


PRESIDENT Truman signed the 
Patman Bill. 

This bill provides $400,000,000 in 
subsidies intended to stimulate pro- 
duction of scarce materials to build 
2,700,000 homes in the next two 
years. 

This is what three oft-quoted 
sources had to say about it. 

Housing Expediter Wilson 
Wyatt: 

“Now we can get into high gear.” 

H. V. Simpson, executive vice- 
president, West Coast Lumber- 
men’s association: 

“Public subsidies are no substi- 
tute for normal private profits. 
Permanent improvement in West 
coast lumber production cannot be 
hoped for while profits for a large 
number of mills continue to be held 
at the vanishing point by the long 
arm of the Federal government.” 

Douglas Whitlock, chairman of 
the Producers’ council advisory 
board, representing manufacturers 
of building materials: 

“The basic difficulty—continued 
shortage of certain essential] build- 
ing materials—can be removed only 
by judicious ceiling price in- 
creases.” 


STRIKE THWARTED 


CIO and fir manufacturers 
agree, but will the WSB? 


THE strike vote showed 85.5 
per cent of the CIO loggers and 
sawmill workers in the Washing- 
ton-Oregon fir area favored a walk- 
out. 

Just one day prior to the strike 
deadline an agreement was reached 
between the International Wood- 
workers of America (CIO) and the 
fir manufacturers. 

It provides: 

1. Five-cents-an-hour increase 
for all employes, retroactive to 
April 1, 1946 upon approval by 
Wage Stabilization board. 

2. Second week of vacation for 
five-year employees may be taken 
after November 1, but prior to the 
end of the vacation year. 

38. Contract to run through 
March 31, 1947. 

There is a strong possibility that 
the WSB will not approve the in- 
crease. What happens then? Pos- 
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PRODUCERS ND SHIPPERS SIN 


ALL TYPES .- ALL GRADES 
Western Pines and West Coast Lumber 














Large and Long Timbers -- Fir Piling up to 150 Feet 


PATR of oF 


Terminal Sales Building, Portland, Oregon 








Growing 





Someone’s house is growing. Before you can have lumber, you 
must have a tree. This tree was once a seedling. Seedlings 
from this tree then develop into other trees. A natural re- 
source is thus perpetuating itself. Enough wood is grown in 
America every year to build more than 2,600,000 homes. 


A sizeable share of this lumber will bear the trademark 
KIRBY. When it bears that name it will be lumber of de- 
pendable quality. 


KIRBY LUMBER CORPORATION 


HOUSTON TEXAS 
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sibly the board could induce OPA 
to refuse any consideration of this 
wage increase in allowing further 
price advances. Week following 
union-employers agreement, OPA 
hiked ceiling prices on Douglas fir 
and other West coast lumber $3.50 
per thousand board feet. 

Another question: Will AF of L 
seek further wage increases with 
new OPA ceilings? 


GOOD PREFAB MARKET 


Farm buildings may be 
purchased with Gl loans 


HERE is something for dealers 
to think about. 

Graham Patterson, publisher of 
FARM JOURNAL, points out 1% mil- 
lion veterans are returning to 
America’s farms. The Veterans 
Emergency Housing program per- 
mits, without certification, immedi- 
ate erection of farm service build- 
ings up to $1,000 for each job plus 
$400 for farm house repairs. 

During the lean depression years, 
the farmer neglected repairs to his 
barn and service buildings. In the 
past few years the farmer has pro- 
duced record crops. His farm sav- 
ings are at an all-time high. 

The combination is a natural for 
the dealer handling prefabricated 
farm buildings. 


PAPER HOUSE 


Chrysler may enter prefab 
field with new materials 


NOW comes the paper house. 

Walls and roof are made of im- 
pregnated paper cast in a honey- 
comb design with thin aluminum 
sheathing. Light, easily shipped 
sections are joined together on the 
building site. 

John B. Lincoln, a Marion, Va., 
engineer who designed the house, 
has interested the Chrysler cor- 
poration in mass production possi- 
bilities. Lincoln claims he can start 
building houses in 90 to 120 days 
and turn out 200,000 to 300,600 
houses in 12 months. 

Cost of a five-room house would 
be around $3,000, for a nine-room 
house, $5,000. 

Housing officials like the idea of 
the basic materials—paper and 
aluminum—because both are plen- 
tiful. The paper can be made from 
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‘Me sez he's going to wait for POL-MER-IK 


Due to Government Restrictions on metal containers the distribution and sale of Pol-Mer-Ik Linseed Oil is also restricted 


REMEMBER POL-MER-IK LINSEED OIL FOR BETTER PAINTING 
lt Will Be Back! 
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Western Wholesalers 
Have Trouble Fitting 
Supply to Demand 


Your Western Wholesalers would 
welcome the opportunity to again 
serve all comers—prompitly, effi- 
ciently—as in years past. 


The problem—in recent weeks has 
not been one of supply alone — 
but big demand, as well. Actually 
recent Western lumber produc- 
tion has been relatively fair—but 
with demand so far above normal 
the problem of fitting supply to 
demand continues. 


Depend on it — your Western 
Wholesalers are keeping a close 
watch on operating developments 
—and will again welcome the op- 
portunity to perform for you as 
soon as supply conditions will 
permit. 
















564 Market St., San Francisco 4, Cal. 
MAUK SEATTLE LUMBER COMPANY 
SEATTLE, WASH. 
HOMESTEAD BRAND 
WESTERN LUMBER MERCHANTS 


CARL SODERBERG 
LUMBER COMPANY ‘it’ ons 


Manufacturers and Wholesalers Wane a 


Morrill & Sturgeon 


Lumber Co. ~wessemy 
Yeon Bidg., Portland, Ore. 


WALES LUMBER COMPANY 


Old National Bank Building 
SPOKANE - - - WASHINGTON 








(Sawmill: 
Pine Products 
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the cheapest southern pulpwood and 
there is plenty of scrap aluminum. 

Chief problems: 1. How to join 
roof and wall sections snugly. 2. 
How to increase the maximum 
thickness of paper and aluminum 
panels. Most building codes require 
a minimum of four inches. Lin- 
coln’s paper house has a maximum 
of three inches. 


TIMBER CENSUS 
Value of East Texas stand 
may be legislative factor 

FORESTRY resources of the 36 
timbered counties of East Texas 
are being surveyed for the first 
time in history to determine the 
extent and value of the state’s big 
timber crop, estimated at 29 billion 
feet. 

The survey is being conducted by 
the East Texas Chamber of Com- 
merce at the request of the Texas 
Forestry association and the Texas 
Lumber Manufacturers association 
and affiliated industries. 

Only 3% million acres of the 
state’s forested belt of 101% million 


acres is now under proper manave- 
ment, according to M. V. Dunmire 
of the Texas Forestry service. 
Purpose of the survey is to ob- 
tain facts and figures on which to 
base future requests to the siate 
legislature for more adequate ap- 
propriations for timber research, 
protection from forest fires and 
educational work in the interest of 
improved forest practices. 


GOOD PUBLIC RELATIONS 
Plan info headquarters 
for Boston area builders 


SOMETHING new in public re- 
lations in the building industry is 
planned in Boston, where The 
Building Center of New England 
is scheduled to open in June. 

The center, a six-story building 
especially designed for the purpose 
it will serve, is intended to be a 
permanent exhibit and information 
headquarters for home owners, 
builders and architects. 

Sponsored by business men and 
organizations interested in better 
housing and improved techniques 
in construction, the center has the 
support of labor, home builders and 
architects. 

The center will make available 
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“Taking on this appliance line sure 


solved the green lumber 


problem.” 


June 8, 1946, AMERICAN LUMBERMAN 


_s 





—_ a 


t 
A: 

fir 
ther 
non-t 
the F 
Distril 


up in 











lanaye- 
unmiire 
e, 

to ob- 
hich to 
P State 


ite ap- 


Search, 
2S and 
rest of 


5 

uarters 
builders 
lic re. 
stry is 
1 The 
ngland 


lilding 
urpose 
) be a 
nation 
wners, 


n and 
better 
niques 
as the 
rs and 


Ailable 














MAN 




























Reconversion Housing 


Must Get First Call 





= 








on Douglas Fir Doors 





HOUSING is desperately needed. Necessary materials— 


including Douglas Fir Doors—must be channeled 





to meet this need. 
As a result—even though Pre-fit and Factri-Fit Douglas 





fir doors are being produced in increasing quantities— b 
there may be further delays in filling orders for 

non-housing uses or for housing that does not come under 
the Reconversion Housing Program. 
Distributors and dealers will be delayed in building 
up inventories. It may be difficult, at times, to buy the 

exact design or type of door you want. 

As production steps up, however, there will be plenty 

of these fine, precision-made doors to meet the huge 


demand. We suggest that you keep in touch with your 


ne fit | 


Douglas fir doors will be available pre- 
fit to exact book size . . . ready to 
hang without on-the-job sawing and 
fitting. 


Pre sealed 





regular source of supply. 





When Douglas fir stock doors are 





again readily available for general 


needs, you can be assured that they 
will be the finest doors which can be 
produced by modern precision meth- 
ods. These sturdy, attractive, durable 
doors—made of all-heartwood Doug- 
refinements which 


las fir — feature 


save time and labor on the job and Douglas fir doors will be available pre- 


sealed . . a feature which improves 
dimensional stability, reduces mois- 
ture absorption, and eliminates the 
need fer one prime coat. 


teary rane rss Ree at ia et 


assure better installations every time. 





Douglas Fir 
DOORS 


FIR DOOR INSTITUTE 
Tacoma 2, Wash. 


The National Association 
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Douglas fir doors will 
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be available 
ccmpletely machined on order—pre- 
fit, gained for hinges and mortised or 
bored for locks. 

Doors will be grade-marked, of course 
—for ease in specification and order- 
ing. Scuff-strips will protect the pre- 
cision-cut corners during handling and 
shipping. They will be better doors in 
every way! ; 


of Fir Door Manufacturers 
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information about home equipment, 
home financing, building materials 
and products and will afford plan- 
ning and technical assistance for 
prospective home builders. Lec- 
tures, forums and film showings 
will be scheduled. The center will 
be open every day in the week. 


NEW BUILDING SERVICE 


Builders’ clearing house 
organized by Ill. company 


COMMUNITY home building 
centers, where completely “pack- 
aged” home building operations 
will be available to contractors and 
their clients in a one-stop service, 
are being organized by Techome 
co, Evanston, IIl. 

C. W. Smith, president of the 
company, said it will serve those 
wishing to build by acting as a 
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Scotch Lumber enters upon its second 
half century with a deep sense of appre- , 
ciation for the loyalty of its many friends 
among the lumber buyers of America. 
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YS, 


Some of these old friends have been 


dealing with Scotch Lumber almost from 
the beginning; there are many others 
whose associations with this firm run into 


20, 30 and even 40 years! 


To old customers and new alike, 
we say: "It shall be our constant 
aim to give, in the future, the same 
reliable, courteous service which 
has been largely responsible for 
our half century of success." 





the year Scotch Lumber 
shipped its first car of 
Alabama Pine the Literary 
Digest was a_ vigorous 
periodical, popular with 
the reading public. 


Like its well-known con- 
temporary, Scribner's, the 
Literary Digest has dis- 
appeared from the news- 
stands, leaving only the 
memory of a great name. 


Yet, this year, Scotch 
Lumber is celebrating its 
50th Anniversary — and 
expects to continue in- 


definitely. . 


Scotch Lumber Company 
Southern Gorett Products 


Fulton, Alabama 


Mixed Cars a Specialty 
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clearing house for architects, finan. 
cial institutions and contractors, 
Company representatives will estab- 
lish regional centers in the various 
cities. 

Techome will display the latest 
designs, materials and equipment 
for homes, but will sell neither rea] 
estate or building materials, nor 
will it build or finance homes. The 
company will charge a fee of 2 per- 
cent of the cost of the project for 
its financial and management ad- 
visory services. 


SALVAGE LUMBER 


Giant grain storage bins 
will be used for housing 


CANADIAN home builders have 
found a new source of lumber in 
the temporary storage bins which 
were built in the prairie provinces 
and near the Great Lakes to house 
overflow crops in 1941. 


Approximately 25,000,000 feet of 
lumber will be made available from 
21 giant bins now being dismantled 
by contractors. Each bin cost $4,- 
750,000 and housed 2,000,000 bush- 
els of grain. The lumber is well 
seasoned and excellent for homes 
and repair of farm buildings. 


ARCHITECTURAL ANARCHY 


Today's fantastic designs 
may rival Civil War era 


ARE we in for a period of archi- 
tectural anarchy? 

A Portland Oregonian editorial 
raises the question whether the his- 
tory of outlandish architecture in 
the United States is not repeating 
itself. It seems likely, the editorial 
points out, that some of the ultra- 
modern houses now proposed will 
be considered a few years hence 
just as screwball as some of the 
monstrosities erected following the 
Civil war. 


Gadgets advertised for the new 
houses do everything but brush 
your teeth and give you a rubdown 
after a bath. 


Exterior designs are fantastic 
compared with the conventional 
house. Under a demand for more 
and more housing of whatever kind, 
a good many experimental homes, 
some along mass production or pre- 
fabricated lines, are going up. The 
resulting publicity is all Barnum 
could have wished. 

Some of these houses will be 
made of aluminum, some cement, 
some will be round, others squat 
and square. In some, ventilatiou 
will originate beneath the house, 
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The Colors Your 
Customers Prefer are 


in a Lowe Brothers Gan 
ee 








STYLE-TESTED PAINT COLORS ELIMINATE 
THE PAINT MERCHANT’S BIGGEST RISK 


Only the colors which women prefer and are actually buying 
for home decoration today are found in cans bearing the Lowe 
Brothers label. That means no obsolete colors! No markdowns! 
No clése-outs! Nothing but satisfied customers which give you 
faster turnover from miriimum stock investment. 


Every Lowe Brothers Color has been STYLE-TESTED by a Color 
Research Plan that’s both revolutionary and foolproof. Devel- 
oped in collaboration with a noted research organization, Lowe 
Brothers sTYLt-TESTED Paint Colors eliminate the biggest risk 
in paint selling, and take the guesswork out of color selection. 


AGGRESSIVELY ADVERTISED 


Your customers are learning about STYLE-TESTED Paint Colors 
because they are aggressively advertised through a continuing 
campaign supported by literature, display and store selling 
materials. The coupon below will bring you complete details. 


THE LOWE BROTHERS COMPANY - - - DAYTON, OHIO 


Lowe Brothers 


PAINTS * VARNISHES 
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PAINT COLORS 





13 





NEWS zd TRENDS 





rather than through its 
windows. 

And there will be the house that 
comes in a “package.” The manu- 
facturer invites you to “put it up 
yourself.” It’s all figured out from 
the medicine cabinet with a plate 
glass mirror to the last nail. 

Money was flowing after the Civil 
War, even as it is today. People 
spent it for houses they wanted seen 
and talked about. The structures 


plastic 


were big, gaudy dwellings, archi- 
tecturally repulsive. 

Today, anyone who wants to 
build a new home is a little envious 
of his neighbor with a roof of his 
own. But whether he has a suifi- 
ciently high regard for one of these 
newest housing creations to talk 
about it enviously six years from 
today is something else aguin. 


PRODUCTION STYMIED 
Price Control Act chief 
hindrance, Dodge finds 
REASONS why full production 
of building materials is stymied, 
according to a survey by F. W. 
Dodge Corp., a fact-finding or- 








U.S. Pat. No. 2056688 


You can sell more wood products 
JUST BY USING A BETTER BOLT! 


A manufacturer of pallets and skids in 
Ohio has been doing that for five years 
past. Every user of Lamson Weather-tight 
bolts with whom we have checked has 
reduced his assembly costs! Of course, 
most customers buy Weather-tight bolts 
for just one reason—to improve the ap- 
pearance of their assembly. And an im- 
proved appearance is certain for there are 
no unsightly, counter-bored holes to col- 
lect dirt and moisture, rot the wood and 
rust the bolt. Using Weather-tight bolts 
you will not split or splinter the wood. 
W eather-tight bolts have a tapered, splined 
shank, and when driven into a bored hole 


anchor the bolt so that it cannot turn 
when the nut is applied. Underneath the 
head there are two concentric, V-shaped 
ribs, which gently press down wood 
fibers below the head, allowing head to 
set smooth and flush with the surface. 
These ribs also increase head strength— 
head cannot “cup”, bend or break off. 
Make up a sample assembly with W-T 
bolts and let your salesmen tell you 
whether or not it will sell more readily. 
Samples on request. Weather-tight bolts 
are available in %¢” to %” diameters, any 
length, in plain or plated steel, with large 
or small heads. Made from brass or bronze 
on special order. 


THE LAMSON & SESSIONS COMPANY, 1971 West 85th Street, Cleveland 2, Ohio 
Plants at Cleveland and Kent, Ohio; Chicago and Birmingham 


BOLTS AND NUTS + 


LAG SCREWS + WEATHER-TIGHT BOLTS + 


STOVE BOLTS + FURNITURE BOLTS 


LAMSON & SESSIONS 


Ask your Jobber for the Lamson Line 


SPECIALS * WASHERS * CHAIR AND LADDER RODS + COTTER PINS « STEP AND ELEVATOR BOLTS 








ganization for the construction in- 
dustry, are: 

Inadequate price ceilings; strikes 
directly and indirectly affecting 
production in plants and factories; 
inadequate manpower, inadequate 
raw materials; inadequate supplies 
other than raw materials. 

Although using the word inade- 
quate most frequently in describing 
the supply situation generally, 
Thomas §S. Holden, president of the 
Dodge corp., added: 

“Unless current price adjust- 
ments are adequate to insure rea- 
sonable profit and unless the man- 
power situation is corrected and 
labor efficiency improved in the 
near future, the industry will be 
unable to carry out the veterans’ 
housing program and other essen- 
tial construction on a scale the 
industry has the potential capacity 
to achieve.” 


EXPERIMENT IN CONCRETE 


Navy builds low-cost home 
from war-tried material 
ADAPTING concrete as a build- 
ing material for a low-cost home is 
being tried by the Navy. During 
the war, the Navy’s adaption of 
concrete was used for landing 
barges. They were so strong that 
they could be run on reefs that 
would have crumpled steel. 
_ Navy architects are planning to 
use this new precast, reinforced 
concrete as the prime material for 
small homes. It is claimed that 
these can be built at a fraction of 
the cost of a frame house. In addi- 
tion to being termite-proof, the 
concrete house is said to be well 
adapted to hot climates. 

The Navy is also building two 
large concrete warehouses. By re- 
inforcing concrete and vibrating it 
to eliminate air pockets, a strong, 
thin, light panel can be developed. 
Columns, girders and walls are 
made of the new material. 


VERPILLOT NAMED 


To direct production end 
of vets housing program 

CAPT. E. A. Verpillot, USNR, 
New York City, has been named 
deputy expediter in charge of the 
office of production and supply of 
the National Housing Agency. 

In this position, Capt. Verpillo! 
will be in charge of the production 
end of the veterans emergenc) 
housing program. During the war, 
Capt. Verpillot was responsible for 
the design and construction of nu- 
merous heavy construction projects 
in this country, Alaska and the 
Aleutian Islands. 
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MEDFORD CORPORATION’S 
Scientific Kiln Drying 





Good Morning. Lumber Friends! This is Ernie Kessler, in charge 
of Medford Corporation’s kiln drying operations—all ready to tell 
you about our modern kiln drying facilities. 


We have a battery of 18 cross circulation dry kilns, 16 of which are 
modern forced draft type. including two double-track Fryer type of the 
very latest design, engineered for speed and perfection in drying all 
of our species—Douglas and White Fir, and Sugar and Ponderosa 
Pine. 


As stock is accumulated in sufficient quantities to make full cribs, 
the lumber is piled onto kiln trucks over two electric stackers. Then, 
the cribs are transported, by an electric transfer car to one of the 18 
green storage tracks for the accumulation of a full kiln charge of the 
same drying type lumber. This proper grouping of drying types in 
each kiln insures efficient kiln drying. 


The dry lumber is unstacked over an electric hoist equipped with 
rake-off chains onto a sorting chain sufficiently long to provide ample 
room for efficient grading and sorting. From there, the loads are 
transported by carrier to dry storage sheds, planing mill, or shipping 
dock. Whenever possible, the lumber is “shed stored” a sufficient 
length of time to allow an equilibrium moisture condition before 
shipment. 


Such items as Douglas Fir flooring, siding, and finish are 100% 
kiln dried. Fir dimension and boards are kiln dried according to 
orders and market demand. All of the Sugar and Ponderosa Pine is 
kiln dried with special emphasis given by the department to the thick 
factory selects and industrial items. 


We have a thoroughly experienced and competent dry kiln staff. 
Our drying schedules are the results of years of experimentation and 
are built on scientific and practical knowledge around each individual 
kiln. The most modern instrument controls available automatically 
regulate the temperature and humidity according to the desire of the 
kiln operator whose responsibility it is to control the drying to the 
proper moisture content desired by the consuming public. 


Medco’s kiln drying is as nearly perfect as modern science and ex- 
pert personnel can provide. 


And now about the next Medford Corporation broadcast. On July 
6, Bill Rhymes, planing mill foreman, will be at the microphone with 
an interesting word-picture of our planing mill operation. 
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Basement of a Fryer double track kiln showing 12 of 
the 13 individually driven 60” fans for forced draft circu- 
lation. 
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The dry kiln operating pit, sh 


trol instruments and control panels. 
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CAUTION: Do not nail any 


higher than shown. Nailing in these positions 
increases resistance to lifting and tearing. 





THE TEXAS COMPANY 


... manufacturers of Texaco Asphalt Shingles and Roofing 
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Architect George Fred Keck com- 
bined inso/ation with insulation in 
this house. The roof extension bars 
hot summer sun, lets in the warm 
slanting rays of winter sun. 
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LIBBEY: OWENS -: FORD 





() REG. U S. J PAT. OFF, ° 
7 


Most people love the outdoors—its feeling of freedom 
and bigness and airiness. So, the trend to larger win- 
dows—to bring these benefits indoors—is natural. 

But, of course, people like comfort, too. How to 
provide both was a problem, until Thermopane was 
developed. 

Thermopane is a transparent insulating unit composed 
of two or more panes of glass separated by sealed-in 
dehydrated air. It provides year-round insulation. The 
L:O:F Bondermetic Seal bonds the panes into a single 
unit to guard against dirt or moisture entering the air 
space. And the sealed-in air greatly reduces the possi- 
bility of condensation on the glass. 

Manufacturers of both wood and metal windows 
make sash for Thermopane. For special sash, specify 
rabbeting wide enough to accommodate Thermopane’s 
slightly greater thickness. 

For more data on insulation values, sizes, thicknesses 
and types of glass than can be given here, write for a copy 
of our factual Thermopane book. Libbey:-Owens: Ford 
Glass Company, 1466 Nicholas Bldg., Toledo 3, Ohio. 





CUTAWAY VIEW OF 
THERMOPANE 
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WHOLESALE DISTRIBUTOR 


West Coast Lumber 
and 


Lumber Products 


SPECIALIZING IN 


PONDEROSA PINE 


@ LUMBER 

@ MILLWORK 
@ MOULDINGS 
© BOX SHOOK 


agg: 


o0.J.Silbernagel 


GENERAL OFFICE 
8 S. Michigan Ave., Chicago 3, Ill. 
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EDITORS 


To the Editors: We understand that you publish a 
number of books about lumber, and it occurs to us 
that you may have one which explains the meaning 
of the various lumber terms such as vertical grain, 
close grain, ete. 

We ourselves are quite familiar with these terms, 
but a friend of ours, who is not a lumberman, wishes 
to secure a book of this kind if possible. . . . Please 
advise.—P. ROHRBACHER, Black Rock Lumber 
company, Buffalo, N. Y. 








See Your Cyclopedia 


See page 88 of the Aprl 13, 1946, issue of 
American Lumberman. ‘That big Reference 
Number includes a Cyclopedia of Building 
Terms which contains not only the information 
your friend seeks, but much more.—The Edi- 
tors. 


We Want Lumber! 


To the Editors: I have read with much interest 
your article on page 58 of the May 11 issue of AMERI- 
CAN LUMBERMAN on the subject of black market oper- 
ations in the lumber industry and have noted the 
comments of various reliable lumber manufacturers. 

The Lumber Buyers Exchange is devoted to the 
servicing of the retail lumber dealer, that is, the rep- 
utable lumber dealer and not any of the get-rich-quick 
lumber peddlers who have sprung up all over the 
country in the last year or so and who, for the most 
part, are selling lumber at terrific prices without any 
regard for grade, quality or condition and without any 
thought of what they are doing to the lumber industry 
as a whole. We also try to serve the reputable indus- 
trial users of lumber. 

Enclosed is a copy of our buying list M-3 dated 
April 3, 1946. This list went to every lumber manu- 
facturer in all of the western states. We tell the mills 
this lumber is “for retail yards.” We offer ceiling or 
market prices at time of shipment, less only two per- 
cent cash discount. We offer cash advance or sight 
draft against invoice and bill of lading. We advise the 
mills we will gladly give them bank reference. As 
you will note from the list we offer to take anything 
in lumber. 

Do you know how much lumber we bought against 
this list? Not one single carload. Since we are al- 
lowed to add five percent to mill ceiling prices by OPA 
as a “finders fee” it costs the lumber manufacturer 
NOT ONE RED CENT to channel at least a part of 
his production through us for distribution to rep- 
utable retail lumber dealers and industrial plants. 
Have the lumber manufacturers completely disregard- 
ed all future problems in the distribution of their 
products? If not, why do they not cooperate to some 
extent with reputable carload distributors today and 
build a goodwill that will be worth a real value to 
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them in the days to come. Remember, it costs them 
absolutely nothing to do this. We have long time con- 
tracts and orders from thousands of retail lumber 
yards all over the country but we cannot secure any 
lumber for them. We have not bought or sold and we 
will not buy or sell any lumber at black market prices 
or above ceiling prices. This is the only reason we 
can account for our not obtaining any lumber from 
lumber manufacturers. Maybe we are wrong.— 
GEORGE F. WEIS, Lumber Buyers Exchange, Los 

























HINGES Angeles 15, Calif. 
Lack of space makes it impossible to print 
toa DOOR the Buying List M-3 mentioned in this letter— 


the Editors. 


























Rumors Are Dangerous 





To the Editors: I was told today that the govern- 
ment has gone into the market and ordered 60 million 
feet of lumber—five years production—all to be turned 
over to prefabricated home manufacturers. 

Do you know anything about that? What effect 
will it have on the regular run of lumber companies? 

Same informant said Wyatt and Gunnison were 
brothers-in-law. Ain’t that dirt!—BERT KETCHUM, 
Muskegon Federal Savings and Loan association, 
Muskegon, Mich. 








Recently the government was in the market 


Right now, with good lumber scarce and with shortages for 60 million feet of lumber for the army and 

in many other good materials, it pays to take every pre- navy—not to be turned over to prefabricated 

caution for your clients against the possibility of “green house manufacturers. The only way the gov- 

lumber” and other material quality deficiencies. ernment assists prefabricators in materials pro- 
curement is under PR33, which directs pro- 

“Three hinges to a door” insures smoothly swinging doors ducers of materials to sell a certain percentage 


of their output to them. 

This 60 million feet of lumber represents not 
five years production—but approximately three- 
fifths of one average day’s production. 


Th . : : So far as we can determine Wilson Wyatt 
e ten or twelve extra hinges needed in an average sized and Prefabricator Gunnison are not brothers-in- 


home would pay for themselves a hundred times over in law.—The Editors. 
the saving of later repairs and replacements. 


for the life of the building—prevents sticking, sagging 
and warping with resultant out-of-line latches and locks 
that operate inefficiently or not at all. 


Your client may never think about the importance of this 
detail when building unless called to his attention .. . yet No OPA Will Mean No Black Market 


it costs him so little to make sure. And, he will be grateful 





to you over and over in To the Editors: As long as OPA attempts to control 
= years to come if you advise the lumber industry, black markets will prevail and 
° him correctly now. will become increasingly wide spread and delay legit- 
. GOOD : imate dealers that much longer in securing building 
“Three hinges to a door” materials with which to supply their legitimate cus- 
f | | has always been good build- tomers. 
° BUILDING ing practice—now, it is The attitude you folks are taking in this matter and 
2 penn ~ iii more than ever. the publication given in your magazine from time to 
PRACTICE ecommend three hinges time should be very helpful to the industry in ridding 
“oe to a door throughout your itself of OPA controls and attempted controls. 
ae A) |_| clients’ homes. If we had no OPA, we would not have a black 
market. 











We trust you will continue your active campaign 
in behalf of the lumber industry and show our repre- 
sentatives and OPA authorities that the lumber busi- 
ness will never be able to prosper or serve until OPA 
has entirely withdrawn from this important industry. 
—P. M. BARGER, P. M. Barger Lumber company, 
Statesville, N. C. 


McKINNEY 


MANUFACTURING COMPANY 
PITTSBURGH 12, 








PENNSYLVANIA 








- June 8, 1946, AMERICAN LUMBERMAN AME 





them 
> con- 
mber 
2 any 
1d we 
Vices 
n we 
from 
ng.— 
, Los 


vern- 
illion 
irned 


effect 
nies? 
were 
IUM, 
ition, 


ntrol 
and 
egit- 
ding 
cus- 


- and 
1e to 
ding 


lack 


aign 
pre- 
ousi- 
OPA 
stry. 


any, 





ba seracws 


A te 





AMERICAN LUMBERMAN, June 8, 1946 










June 8, 1946 


OWNER-BUILDER TREND PLACES ADDITIONAL RESPONSIBILITIES 
ON DEALER 


Never in the history of the building material industry has retail sales volume been so 
heavy. Never has it been easier to sell the consumer. At the same time. however, people 
never paid such prices for materials and building labor and received so little for their money. 
These circumstances have created pressure that inspires thrifty individuals who desire quality 
housing to circumvent conventional practices. From this situation a new trend in the approach 
to house building problems is emerging in clear perspective. 


From all sections of the nation come increasing numbers of reports citing instances 
where prospective home builders, tired of waiting for tradesmen to get on the job and dis- 
heartened by the high cost of union labor with its restrictions and feather-bedding, construct 
homes with their own labor and the unskilled help of friends or relatives. An account of the 
extent such practices already have developed, with a resume of some of the savings effected, 
appears on page 50 of this issue. 


When the owner-labor plan in building homes is practiced, the retail building material 
dealer's opportunities and responsibilities as key man are emphasized more than under any 
other house building method. Because this trend has reached such proportions, and because 
conditions point to acceleration of the trend for many months, alert dealers will provide 
facilities to service this type of business. 


First of all, persons who are willing to build homes with their own labor under present 
conditions are the enterprising, thrifty individuals who will always be good customers for re- 
tail lumber dealers. In addition to requiring the usual materials that go into construction 
of a house, they must have sound, detailed advice on correct materials to use and specific 
instructions on approved methods of framing and application. These requirements call for 
affable, well-informed personnel on the retailers’ staffs to help owner-builders in designing, 
financing and subcontracting in addition to keeping the owner-builder’s construction prac- 
tices up to acceptable standards. AMERICAN LUMBERMAN'S “Manual on the Fundamentals 
of Light Construction and Building Materials for Lumber Dealers,” which appeared as a 
section in the Annual Reference Number April 13, 1946, can be of invaluable aid under these 
circumstances. Work which requires highly-trained labor, such as laying footings and foun- 
dations, installing electrical wiring, plumbing and heating units can be handled by subcon- 
tractors. Here again, the dealer is usually expected to make recommendations that will 
yield best all-around results for the home builder. The dealer should be well fortified with 
such contacts. 


Even though a dealer is located in an area where the owner-builder type of new house 
prospect has not yet become a factor, he is being called on for advice on materials and cor- 
rect application by home owners whose refusal to pay tribute to feather-bedding union 
labor is forcing them to do their own repairing and maintenance. Lumber dealers who make 
their sales premises the building headquarters of their communities will be equipped to 
service to maximum satisfaction both the owner-builder prospect and the owner-repairer 


and modernizer. 
Abed Uposch 


Publisher 
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Livable charm and beauty . . . designed by Better Homes and Gardens 


Behind in Delivery —_ 
ead in Lualily 


URING the past five years of stress and 

strain, a continuous but far-from-adequate 
stream of Upson Panels has been flowing over 
the land to Upson-Selling-Associates. 


Use in thousands upon thousands of housing 
units has proved the economy—speed—and 
durability of Upson full-wall, dry-bilt con- 
struction under the most rigorous conditions 
of application. 


From its beautifully pebbled surface to the 
patented, floating fasteners that anchor it to 


THE UPSON COMPANY, LOCKPORT, NEW YORK 


Upson Products are Easily Identified 


by the Famous Blue-Center 


PACEMAKER IN CRACKPROK 


the studding, every Upson Panel is designed 
for years of satisfying service. 


The smooth, fuzzless surface of an Upson 
Panel looks like the thoroughbred it is—stands 
up under repeated cleaning—and is crack- 
proof forever! 


Ideally adapted to low-priced home construc- 
tion—either prefabricated or conventional! 
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EXTERIOR of the new 60x100 home building store of National Lumb 
lines, glass block and bright colors on a white background inspire admiration and confidence in the minds of 








home owners and prospects. 


New Store Emphasizes 


Over-Counter Sales, Major Appliances 


Pr 





. Judicious use of horizontal 


National Lumber company, St. Paul, diversifies lines without neglecting 
traditional basic building material business or service to home builders. 


T HE GRAND opening for one of 
the most modern and complete 
home building stores in the nation 
was conducted in St. Paul, Minn., 
May 15 when National Lumber 
company announced completion of 
its new sales establishment. Lo- 
cated on a side street with ample 
parking facilities on the edge of St. 
Paul’s main business district, the 
Store is easily accessible by street 
car or automobile. Motorists may 
travel one of two arterial streets to 
within a block of the store. The 
main building housing the store 
and offices has a 100 foot front and 
is 60 feet deep, with the front en- 
trance in the corner facjng one of 
the arterial streets which passes the 
location diagonally about a half a 
block away. 
Plate glass, 


block and 


glass 
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bright colors on a _ white _ back- 
ground surmounted by a large, un- 
usually well designed sign distin- 
guish the store from its surround- 
ings and label it definitely as a 
home building store. Lumber sheds, 
warehouses and woodworking shop 
are built at the rear in an “L” 
shape with a large loading and un- 
loading area directly back of the 
store. Trucks may drive in or out 
on either side of the store building. 
All loading or unloading may be 
done without interfering in any 
manner with traffic on the street or 
customers entering or leaving the 
store. 


FIRE DESTROYED OLD BUILDING 


FIRE totally destroyed the old 
warehouses and sales premises of 
the National Lumber company last 


September 27. Although this was a 
terrific loss, not only financially, but 
in materials which are still difficult 
to replace, Jay Axelrod, president 
and G. C. Axelrod, secretary-treas- 
urer of National, set out immedi- 
ately to plan and arrange for the 
construction of an entirely new, 
modern plant. Battling supply and 
labor shortage difficulties all the 
way, the new lumber yard and store 
was completed in time for the open- 
ing May 15. 

When entering the store, custom- 
ers get a view of the full 100-foot 
length of the display floor, with 
over-counter merchandise depart- 
ment directly at the right. The 
lumber sales department, bookkeep- 
ing department, private offices, 


drafting room and toilets are par- 
titioned along the rear side of the 
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wood above a wainscoting of crink.{ washers 
ly Weldwood plywood finished infalong v 
smoky white and varnished} pamp 
Bleached mahogany plasterboard is mercha 
used above the same wainscoting inf ers are 
the lumber sales and bookkeeping} ance sa 
department offices. Walls in the 
drafting room are insulating board 

plank above a knotty pine wains.- 
coting. Walls back of and along} gross a 
the sides of the area in rear of the} dollar 
building material sales counter at] grand 
far end of the store are in red yited 
Marsh tile with horizontal chro-| home 
mium strips covering the joints, 
Ceilings are finished in insulating 

board tile. Fluorescent lighting is 

used throughout the new store, with 

ceiling spotlights emphasizing spe- 

cial displays. 

A full basement under the store] wares, 
building will be used for storage of} rying 1 
merchandise. It is readily acces-} store’s 
sible by a wide stairway and could] adverti 
be converted into sales and display 
space should development of the 
business warrant adding more floor} 8-piece 
area to the store. There is a vaultfing cc 
in the basement in addition to one} 3-piece 
on the main floor. dies’ 

pure 
DIVERSE LINES ename 

IN ADDITION to most of the} hardw 
conventional lines of building ma- 
terials, the National Lumber con- 
pany is now merchandising a com- 
plete line of builders hardware, 
paint, painting accessories, tools of] 
the trade, household tools, garden 
tools, houseware, kitchen cutlery, 
plumbing accessories, electrical sup- 
plies and small appliances, power 
woodworking tools, portable home 
ISLAND displays in the over-the-counter sales department. One shows houseware and paint spraying equipment and many 
the other carries a host of items used by housewives daily in cleaning and maintaining similar lines. Major appliances 

the home. handled include refrigerators, 
ranges, water heaters, mangles, 





sales room, in an area 30x56 feet. 

The over-counter department oc- 
cupies a space 30x44 with the 
balance of the floor area, 30x100, 
devoted to displays of building ma- 
terials, major home appliances, mill- 
work, stokers, oil burners and mis- 
cellaneous large items of merchan- 
dise that lend themselves to floor 
display. A separate counter han- 
dles all lumber sales and another at 
the extreme rear of the store takes 
care of other building material 
sales. Over-counter sales are com- 
pleted at the cash register in that 
department. 











TWO-TONE WALLS 


FLOORS are finished in a pleas- 
ant asphalt tile design. Walls in 
the display room are in two tones 
with African ribbon mahogany ply- 
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washers, radios, home freezers, 
along with the complete Coleman 
Lamp and Stove company line of 
merchandise. Stokers and oil burn- 
ers are also handled by: the appli- 
ance sales department. 

Under present conditions, . the 
firm expects its over-counter and 
home appliance department to 
gross about 20 percent of the firm’s 
dollar volume. In advertising the 
grand opening the public was in- 
vited to “examine our complete 
home appliance and hardware de- 
partment .. . modern and arranged 
for convenience. Here are appli- 
ences for the home, door chimes, 
carpenter tools, medicine cabinets, 
step and extension ladders, build- 
ers’ hardware, garden tools, house- 
wares, paints and varnishes.” Car- 
rying large photographs of the new 
store’s exterior and interior, the 
advertisement definitely appealed 
to women, with the opening day’s 
advertised specials including: 
8-piece glass cherry bowl sets; iron- 
ing cords with plugs attached; 
3-piece hand garden tool sets; kid- 
dies’ 3-piece garden sets; 4-inch 
pure bristle paint brushes; screen 
enamel and screen hand painter; 
hardwood mop sticks, ete. 


SPORTING GOODS, TOYS 


AS SOON as material shortages 
ease, National Lumber companies 
will add a sporting goods depart- 
ment including boats, outboard mo- 


SOME of the individual displays in the 
National Lumber company’s new St. Paul 
store are shown on these two pages. 
Note especially the five-step shelf dis- 
play arrangement under the _ builders’ 
hardware and builders’ tool wall displays, 
with compartments next to the floor for 
storage of packaged merchandise. 
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tors and other items to appeal te 
men as well as women. If store 
traffic warrants it and toy manufac. 
turers improve their lines as ma- 


MAJOR appliance display on the main sales floor. Unusually attractive door display is 
at left. Farther along at left is the lumber sales counter and in the extreme rear is 
the sales counter for other building materials. 
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BLOCK floor plan of sales and display room. 





terial becomes more plentiful, the narily a slack pre-holiday season in 
firm is seriously considering the the building material field. 
acquisition of a complete line of The over-counter and home ap- 
toys to work during what is ordi- _pliance department of National 
Lumber company is set up as a sep- 
arate merchandising unit under the 
managership of James Herbert, a 
new employee with many years’ 
practical merchandising experience 
of those lines with a nationally- 
known concern. 


Although much’ emphasis is 
placed on items and lines handled 
in the new store, National Lumber 
has not neglected their basic build- 
ing material lines and services to 
home builders and owners. Where 
the Home Begins is the slogan car- 
ried on all the firm’s trucks and in 
much of their advertising. A large 
drafting room with Chief Drafts- 
man George Senkler in charge, with 
three assistants, is kept busy pre- 
paring home designs and making 
changes in stock plans to suit home 
building customers. The National 
Lumber company charges for this 
service in connection with their 
quotations on house building jobs. 


COMPLETE HOME BUILDING SERVICE 


IN ADDITION to offering com- 
plete plan service, the firm handles 
financing, arranges priorities, and 
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places house building prospects in 
the hands of competent, reliable 
contractors. National Lumber 
company specializes in working out 
the house building problems of per- 
sons with moderate incomes who 
build homes in the low price ranges. 
They advertise as such and officials 
of the company discourage partici- 
pation in large house building jobs. 
“When a man wants to build a 
$30,000 or $40,000 home, we send 
him to one of several of our good 
competitors who cater more to that 
type of business,” says Secretary- 
Treasurer G. C. Axelrod. 

All lumber and millwork mer- 
chandised by the National Lumber 
company is handled under the di- 
rection of Vice-President Hans 
Peterson. When a customer pur- 
chases lumber from the firm he is 
routed to the lumber sales depart- 
ment where Mr. Peterson and his 
staff of specialists give prompt and 
efficient service. The National Lum- 
ber company operates a woodwork- 
ing shop where special material is 
cut to customers’ specifications. 
Equipment in this shop includes a 
radial saw, cutoff saw, planer, 
jointer, band saw and sander. When 
material and manpower are avail- 
able the company plans to do many 
odd jobs for customers as well as 
for itself in its woodworking shop. 


In addition to the key personnel 
already mentioned, Arthur West- 





DRAFTING room with architects at work on house plans for clients of National Lumber 
company. 


brook is sales manager; Phil Sil- 
bernagel is auditor and Rosalie 
Dowlan is bookkeeper. Before the 
disastrous fire last September, Na- 
tional Lumber company employed 
about 40 persons but with expan- 
sion of facilities and lines of mer- 
chandise, Manager Jay Axelrod ex- 
pects to employ more. Because the 


KITCHEN unit display next to over-the-counter sales department, pictured on cover of 
this issue. Bathroom cabinets, houseware, light appliances and allied items are dis- 
played adjacent to these kitchen cabinets. 
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fire left little that could be sal- 
vaged, much time has to be spent 
now accumulating reference ma- 
terial, drawings, plans and ideas 
which were on file in the offices. 
Most of such material lost was the 
result of 15 years of work and is 
irreplaceable. 

The National Lumber company 
has built an establishment and has 
the personnel to give the public the 
latest in one-stop home building 
store service. The personnel is 
enthusiastic about prospects and 
works all angles to give consumers 
the best in service and merchandise. 
The five-column 19-inch ad an- 
nouncing opening of the new store 
said: “We have the most modern 
building store in the country. ... 
Now we can prepare your house 
plans—we are experts in home de- 
signing. If you are a ‘GI,’ you are 
entitled to priority ratings and we 
will help you get them. All build- 
ing materials are still scarce, but 
we will fill orders as we obtain the 
materials. .. . Complete your build- 
ing plans from our home appliance 
and hardware department. ... We 
have the hard-to-get merchandise.” 

Jay Axelrod, president and G. C. 
Axelrod, secretary and treasurer of 
National Lumber company are 
brothers, who operate the company 
together, with Jay Axelrod acting 
as manager and Gus, who is also 
interested in real estate and law in 
St. Paul, active in the management 
phase of the business. 
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Dealers Cooperate With Owner-Builders 





Hundreds of builders, « 
erecting their own dwell- \ , 
ings, are turning to deal- 
ers for building materi- 

als and advice. 





OW TO GET the 
most house for 
the money has always 
been a problem of the 
prospective home own- 
er, who _ invariably 
wants a lot more house 
than his building 
budget will allow. 
Nevertheless, the 
paradoxical fact in these lumber- 
starved, labor-featherbedding times 
is some home owners are getting 
$10,000 houses for $6,000 and less. 
Unable to raise enough cash and 
credit to meet current high con- 
struction costs and unwilling to sit 
by and wait for someone to build 
a really good low cost house, hun- 
dreds of home lovers are literally 
raising a roof over their heads. 
Alert dealers in building mate- 
rials are finding these enterprising 
people make good customers. Not 
only does the man who builds his 
own house need materials normally 
available at the retail lumber yard, 
but he is looking for someone to 
advise him on financing and other 
home building problems. 


PEORIA PLAN OUTLINED 


THIS dual problem of building 
materials plus financing was 
happily solved in Peoria, Ill., where 
a smart building materials dealer, 
a civic-minded savings and loan as- 
sociation and determined home 
builders combined to erect 4,000 
houses in the past five years. 

First, the home builders bought 
land in half a dozen suburbs of 
Peoria. Few of these people had 
enough capital to hire union labor 
to build a house the conventional 
way. This is where the building 
materials dealer stepped into the 
picture. 

If the home builders credit was 
good and if he had a steady job, 
the building materials dealer sold 
the home builder lumber, roofing, 
pre-cut parts and plumbing sup- 
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plies on credit until the house was 
finished. Credit applications were 
approved or rejected by the savings 
and loan association after exami- 
nation of the plans and lot location 
of the houses. 

After the owner-builder’s plans 
were approved and his house com- 
pleted, he was granted a loan to 
pay off the materials bill. The sav- 
ings and loan association appraised 
the completed dwelling, along with 
its equipment and land valuation, 
allowing the owner an equitable 
percentage for his own labor in 
building and for the lot. The loan, 
repayable in monthly installments, 
was made on the basis of this ap- 
praisal. 

This one-step stop, saving him 
time and energy, appealed to the 
owner-builder. 


SPARE-TIME CONSTRUCTION 


NONE of the builders had the 
technical knowledge required for 
all the home building trades and 
actual construction was necessarily 
of a spare-time nature. Labor was 
frequently exchanged. A man 
handy with a trowel helped the 
amateur plumber and vice versa. 

The market value of many of 
these houses is nearly double what 
it was when they were built. 

Owner-builders around the coun- 
try can tell a similar story. Some- 
times their materials are salvaged; 
occasionally construction may 
stretch out for a year or more. The 
main thing is self-reliant people 
who have a little know-how with 
tools are beating union restrictions, 


IN DENVER, “handy man” houses like the one above are sold 75 percent complete for $3,950. Estimated 
cost for interior finishing, $1,300. 


materials shortages and building 
costs in their own way. 


ONE DEALER’S EXPERIENCE 


ALERT dealers are doing more 
than eying this market enviously. 
In Cleveland, one building mate- 
rials dealer is offering a five-room 
part-prefabricated and _ processed 
house for $1,940. 

The buyer, who must be a vet- 
eran with a family to qualify, re- 
ceives everything from foundation 
beam to hardware in one package, 
delivery free within 65 miles of 
Cleveland. The deal also covers fi- 
nancing. The veteran is invited to 
build the house himself or manage 
its construction. 

This packaged house is con- 
structed to meet the building code 
of every city in Ohio. Detailed 
plans show the elevation and con- 
struction of every section, making 
it easy for the amateur builder to 
follow. 

Here’s what the package of 
building materials contains: foun- 
dation beam, bearing plates, first 
and second floor joists, flooring, 
studs, rafters, roof boards, roof 
(asphalt shingles), insulation, win- 
dows, inside walls, doors, wood 
trim; prefabricated stairway from 
first to second floor; cupboards, 
medicine cabinet and hardware 
items including nails. 

Over 600 applications for this 


home were made after the first 


newspaper advertisement appeared. 
As sufficient material becomes 
available, this retail lumber dealer 
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plans to open the field to all home 
builders. 

Veterans have the benefit of a 
similar plan in Denver. Frank L. 
Burns, a veteran himself, is build- 
ing 100 low-cost houses which he 
sells 75 percent completed. The 
owner finishes the job. 

The house is built of water- 
proofed and painted cinder blocks. 
The layout includes two bedrooms, 
kitchen, utility room and bathroom 
and will be equipped with two small 
gas furnace units. Bathtubs, the 
only essential piece of equipment 
lacking, will be supplied when 
available. 

Burns’ price for his handy man 
house plus graded lot is $3,950. He 
estimates the cost of finishing the 
interior at $1,300. 

Since materials priorities were 
necessary, FHA stipulated these 
houses must be sold only to vet- 
erans. They have been approved 
for GI loans. Burns sold 15 houses 
within 10 days after he advertised 
the plan. 


NO SPECIAL SKILL NECESSARY 


ALTHOUGH a good many own- 
er-builders have a knack with tools, 
most of the builders find the skill 
of the union mechanic is not neces- 
sary for most phases of construc- 
tion. 

Robert L. Sander, Denver, was 
interviewed while he nailed up 
some rock lath on his house. 

“Am I a carpenter?” he asked, 
repeating the question. “I’ve been 
a carpenter’s apprentice under the 
GI Bill of Rights since I got out 
of the Army, if you can call that 
being a carpenter. Before the war 
I never did this sort of work, but 
it isn’t so hard.” 

Alfred Parker used his spare 
time over 3% years to build a 
ranch-style house in Miami. Parker, 
an architect in civilian life, spent 
most of his off-duty time in the 
Navy, building his house. Building 
restrictions kept him from spend- 
ing more than $200 each year in 
1943-1944. He completed the house 
in 1945 with an expenditure of 
$818. The house he built for $1,218 
now has a market value of $12,000. 

All the work was done by Parker 
and his wife, except for seven days 
of carpentry and cement work by a 
laborer. Construction materials in- 
cluded native rock, tropical hard- 
wood logs ferried from nearby 
keys; gasoline tanks dug from the 
yard and swapped for needed ma- 


To Establish Profitable New Markets 


terial; other materials came from 
demolished houses. 


A 30-DAY HOUSE 


CIRCUMSTANCES forced Wil- 
bur F. Force, secretary-treasurer 
of a furniture corporation in Chi- 
cago Heights, Ill. into building his 
own house. When he found he 
would have to vacate his former 
house by May 1, he prevailed on 
two other officers in the corpora- 
tion to help him build his own 
house. 

The three men took a month off 
from work and using power tools 
and the shipyard technique Force 
picked up in the Navy completed 
the entire job themselves with the 
exception of plumbing, concrete 
work and heating equipment, which 
was installed by the subcontractors 
as the work progressed, and occa- 
sional part-time help by two non- 
union carpenters. 

Built at an estimated cost of 
$11,000, the six-room house has 
brought bids as high as $14,000. 

Force designed a 40x40 foot 
house. Specifications included gas 
fired forced heat, full insulation, 
brick fireplace, plywood walls of 
mahogany and gumwood in bed- 
rooms; knotty pine walls in dining 
room, kitchen and living room; 
outer walls of cedar shingles, roof 
of asphalt shingles and concrete 
foundation. 

Rooms included a 14x28 foot liv- 
ing room; a 15x18 dining room- 
kitchen a 11x18 foot master bed- 
room; two 11x14 bedrooms and a 
12x9 bathroom. 






This was the construction sched- 
ule: 

APRIL 2—Concrete forms 
placed. 

APRIL 3—Foundation poured. 

APRIL 4—Concrete forms re- 
moved, floor beams and joists in- 
stalled. 

APRIL 5—Sub-flooring installed. 

APRIL 6-12—Walls installed. 

APRIL 13-17—Inside partitions, 
windows, ceiling and roof rafters 
installed. 

APRIL 18-19—Sheathing board 
for roof installed. P 

APRIL 21—Tarpaper, first coat- 
ing, installed and asphalt roof shin- 
gles applied. é 

APRIL 22-30—Electrical wiring 
installed and exterior and interior 
finished. 

MAY 1—Force moved in with 
his wife and two children. 

With home building construction 
running 20 to 60 percent higher 
than before the war, it seems likely 
owner-built dwellings will gain in 
popularity. Retail lumber dealers 
already have discovered that smart 
merchandising in this field will pay 
off. 


FOUNDATION of this owner-built was laid 
several years ago; construction now go- 
ing ahead. 





MOST owner-builts, like this one in Peoria, Ill., are erected with the spare-time help of 
neighbors and friends. 
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APPLYING asbestos cement board to the ceiling of a 


cattle barn. 


Versatile Building,Material for Homes, Farm Units 








RANDOM width gothic asbestos shingles have been used for roofing the house shown 
above. Below the roof has been covered with natural gray gothic shingle. 








NE of the basic building ma- 
terials, asbestos cement board 
is a versatile product and one which 
fits naturally in every lumber deal- 
er’s line. Thousands of retailers, too, 
have found it highly advantageous 
to handle the shingles and sidings. 
Asbestos products were first pro- 
duced in this country about fifty 
years ago. They are manufactured 
by combining asbestos fibres and 
portland cement and forming them 
under tremendous pressure into 
dense sheets. Their chief char- 
acteristics are fireproofness, re- 
sistance to weather and corrosion, 
resistance to decay, resistance to 
rodents and termites, durability 
and strength. 


ASBESTOS CEMENT BOARD 


ASBESTOS cement board is a 
Many -purpose building material 
produced in standard size sheets 8 
feet long by 4 feet wide. It comes 
in thicknesses of 4, 3/16, 1%4 and 
32 inches. 

This board can be used either 
for interior or exterior walls, for 
partitions, for proofing small struc- 
tures, for pre-fabricating wall sec- 
tions and portable farm buildings, 
for re-siding farm buildings and 
in the fabrication of many articles. 
It can be used as a flooring over a 
firm foundation or for counter and 
table topping. It is sufficiently 
flexible for lining round granaries 
and for constructing curved-top 
brooder, laying and hog houses. 

Because of its resistance to 
weather, fire, rodents, termites and 
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PROPER ventilation, essential in all farm 
buildings, is here provided by a flue-type 
ventilator made of asbestos cement board. 


decay, asbestos board is particu- 
larly well suited for building and 
repairing farm structures. It is 
ideal for the interior walls and ceil- 
ings of dairy barns and milk houses 
because it can be washed with wa- 
ter or scraped down with a hoe 
with no damaging effect. 


HANDLING ASBESTOS BOARD 


ALTHOUGH strong and durable, 
asbestos boards, like other mate- 
rials must be treated with reason- 
able care. They should be pro- 
tected against impact shocks and 
dropping while being handled and 
applied. Care should be used in 
stacking and loading. They should 
always be carried by two men, each 
man grasping one long side and 
stretching out as far as he can 
comfortably reach. 

Asbestos board is easy to cut and 
work. It can be sawed with a 5 
or 6 tooth per inch carpenter’s 
cross cut saw. A sharp saw will 
become dull rapidly at the first and 
then will do a good job for a long 
time. The best and quickest way 
to cut asbestos board is to score 
it and break it off. Just lay the 
sheet of asbestos board on a smooth 
bench or floor, use a straight board 
for a straight edge, laying it along 
the line to be cut. Then take any 
strong, sharp scoring tool—a heavy 
ice pick, old sharpened file or a 
sharpened nail—and scratch a deep 
score on both sides of the sheet 
along the line of the cut. Then 
clamp the sheet between two 2x4’s 
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INTERIOR of cattle barn after the application of asbestos cement board to the ceiling. 





HOG houses like the one shown above are among the many small farm structures which 
can be prefabricated from asbestos cement board. 


WALLS of this iaying house have been lined with asbestos cement board for protection 
and sanitation. 



















































TWO men should carry asbestos cement 
board, one on each side. 


~~ 





USE nails like these for asbestos board. 
The heads are big. 








DRIVE nails perpendicular to asbestos ce- 
ment board. 


ABOVE, nails should be 34 inch from edge 
of board. Below, space nails not more 
than 6 inches apart. 


6" 


MAXIMUM 




















ASBESTOS board sheets may chip or warp 
if piled on edge or on end. 


or similar, laid along the score, 
and break off the sheet. 


NAILING ASBESTOS BOARD 


IT IS important to use the right 
nails in applying asbestos board. 
The board is practically everlasting 
and can outlast the nails that 
fasten it. For exterior service, se- 
lect a non-corroding metal or rust- 
proof galvanized nail. Use a non- 
corroding nail for inside work 
where dampness, frequent wetting 
or condensation is likely to occur. 
On exterior applications open to the 
weather, exposed nail heads might 
leak water. Therefore, either use 
a galvanized lead-headed nail or 
cover the exposed nail head with a 
generous amount of gray asbestos 
putty or a high grade caulking com- 
pound. 

Nails should be long enough 
to penetrate well into good sound 
wood. Barbed or ring shanked 
nails ordinarily hold better than 
others. Nails with medium sized 
heads are satisfactory when asbes- 
tos board is applied to a sidewall 
or vertical surface. Large headed 
nails shoud be used when the board 
is applied to a ceiling. For interior 
work where inconspicuous nails are 
necessary, use small counter-sunk 
head nails, in a rust-proof finish. 
For ordinary interior work, for 
nailing against wood sheathing or 
studding, use a hot galvanized as- 
bestos shingle nail. In general, se- 
lect nails having sharp needle 
points, no larger than 11 or 12 
gauge, made of hard material or 


USE a wood block between board and 
hammer when pulling nails. 




















"x6" BOARDS 
HELD DOWN 
BY BRICKS. 


TARPAULIN OR 
WATERPROOF PAPER 


AT ALL times asbestos board should be 
protected from moisture and mud. 


hardened. Choose nails you would 
use for hard wood like oak or birch. 
Quarter-inch or thinner asbestos 
board can be nailed easily without 
preparation. The *% inch sheets 
should be drilled, or have the holes 
started for the nails. A starting 
tool can be made by grinding down 
a nail-set so it is straight and not 
tapered. Start nails straight—not 
cocked at an angle. Drive nail 
heads snug against the board, but 
do not sink them into the surface 
of the board, unless you are using 
a counter-sunk head nail. Thick 
nails (11 or 12 gauge) should be 
kept %4 or one inch away from 
the edge of the sheet. Hardened 
nails not over 14 gauge thick may 
be driven a little closer. Where 
nails must be driven close to the 
edge, pre-drill holes for them. 


APPLYING ASBESTOS CEMENT BOARD 


THREE methods of application 
have been used for exterior work 
with complete satisfaction. The 
simplest is to butt the vertical 
joints and lap the horizontal ones, 
with the vertical joints covered 
with asbestos board battens. The 
second method is to butt the ver- 
tical joints, without battens but 
with waterproofing strips under the 
joints, and to butt the horizontal 
joints with metal flashings. The 
third way is to use one of the con- 
nector strips that are on the mar- 
ket. 

Asbestos sheets should not be 
joined too closely. Leaving a space 


BED all joints and laps in asphalt plastic 
cement to make a job watertight. 


COVER JOINT 
SUPPORTS WITH 


BED BATTENS 

AND JOINTS 

IN ASPHALT 
PLASTIC CEMENT 
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ASPHALT 
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CEMENT 





BATTEN corner of asbestos cement board. 


about the width of a three-penny 
nail is advisable to allow for ex- 
pansion and contraction. 


ASBESTOS CEMENT SHINGLES 

ASBESTOS shingles are sold in 
squares, which means sufficient 
shingles to cover 100 square feet, 
including all over-laps. Eave start- 
ers, ridge and hip shingles and 
ridge roll are purchased separately. 
The shingles are supplied in uni- 
form thickness, and in smooth or 
rough textures. They can be ob- 
tained in a variety of colors. They 
also are available in a number of 
styles, sizes and weights. 

3esides being fireproof, asbestos 
shingles are resistant to weather, 
rotting and other common causes 
of deterioration. 


APPLYING ASBESTOS SHINGLES 

ALWAYS store asbestos shingles 
in a dry place. If impossible to 
keep them in a building at the job, 
stack them on end on planks off 
the ground and cover with water- 
proof felt or roofing. Lay shingles 
in dry weather. 

It is important the roof deck 
be in proper condition to receive the 
shingles. The lumber should be well 
seasoned, dry and of uniform thick- 
ness. Tongued and grooved boards 
Roof 
boards on new jobs must be laid 
close together. Nail heads must be 
driven down and any high spots or 
edges drawn down. All rubbish, 
nails, chips, etc., should be removed 
before application is started. A 
wood cant strip should be applied 
along the eaves, flush with the 
lower edge, to give proper pitch for 
the shingles. Wood lath or beveled 


siding is recommended. 


For treatment at hips and ridges, 
hip and ridge shingles are recom- 
mended. They are cut to a flair 
or taper and make a more water- 
proof, more attractive and less ex- 
pensive job. 

Nail a furring strip along each 
side of hips and ridges, butting the 
Strips at the apex of the ridge, in 
order to provide a nailing base for 
the hip and ridge covering. The 
roof shingles are butted against 
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LAP joint with batten. Upper batten 
shown broken away, but actually extends 
about an inch farther down. 


these furring strips, therefore they 
must be as thick as the shingles at 
that point and need not be over two 
inches wide, so they will be covered 
by the ridge covering. 

On new jobs or on re-roofing jobs 
where the old roofing has been re- 
moved and sheathing made solid, 
the roof boards should be covered 
with one course of waterproof 
sheathing paper. Horizontal laps 
shall be four inches, and at hips, 
ridges and valleys felt shall be 
lapped 12 inches so double thickness 
will be insured at these points. 

When cutting asbestos shingles, 
it is recommended an_ asbestos 
shingle cutter be used. These cut- 
ters can be taken up on the roof 
and have attachments for punching 
additional holes and notching. If 
a cutter is not available, asbestos 
shingles are easily cut by hand. 
Use an old chisel, a cold punch, or 
the blade of the hatchet. Score the 
shingle with the tool along a 
straight edge along the line to be 
cut. After scoring place the shingle 
over a solid piece of wood and bend 
along scored line. 

Asbestos shingles can be sawed 
with a coarse toothed saw. 


Irregular cuts or round holes are 
made by punching holes along the 
line of the cut and breaking out the 
piece which is to be discarded. 
There is a punch on the shingle 
cutter for putiching additional 
holes, or they may be drilled or 
punched with a nail set or other 
suitable pointed tool. 


Do not nail cleats to the finished 
surface of an asbestos roof. Ex- 
posed nail holes cause trouble and 
must not be permitted. 

Care should be exercised to make 
sure valley flashings are of a 
width or height sufficient to meet 
the conditions .encotuntered. The 
metal used must be the most dura- 
ble and one which will meet the 
conditions in the locality in which 
the job is located. Open type val- 
leys are most generally used. The 
edges of the metal should be turned 
14 inch, thus forming a hem or 
water seal. The valley metal should 
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BATTENED ridge of asbestos cement 
board. 


be attached to the deck with cleats 
at the hem. Avoid driving nails 
through the metal and be sure it 
extends well up under the singles 
on both sides. Edges of metal 
flashings and flanges also should 
be hemmed. Bed shingles in a layer 
of plastic asphalt cement when they 
lay over metal flashings. 


RE-ROOFING OVER OLD SHINGLES 

TWO inch long galvanized needle 
point nails should be used when re- 
roofing over old shingles. Nail 
down all old shingles which are 
badly curled or warped. Wa- 
terproof felt generally is not re- 
quired under asbestos shingles 
when they are laid over old 
wood or asphalt shingles unless 
the old roof is in bad condition. 
Missing or badly decayed wood 
shingles should be renewed and the 
surface brought to an even plane. 
Wood strips, beveled and equal in 
width to the butts of the old wood 
shingles are very satisfactory. 
If the top edges or corners of the 
asbestos shingles do not rest on the 
butts of the old shingles tilting will 
result. Nail wood lath or beveled 
siding of proper thickness against 
the butts of the old wood shingles 
to correct the condition. When this 
condition is encountered it will fol- 
low the course the full width of the 
roof. 


Remove old boards used for fin- 
ishing the hips. In their place nail 
securely new two-inch wood strips 
of the proper thickness, beveled as 
required to meet the condition, and 
nail to them the hip and ridge 
shingles. 

Sometimes at the edge of the 
roof the old wood shingles are found 
to be in bad condition and the 
sheathing in not very good shape. 
A substantial and more attractive 
job can be had by cutting away the 
old shingles and laying a new board 
four to six inches wide by % inch 
thick along the edges. This gives a 
solid base to which the new shin- 
gles will be nailed. 

Build up old valleys with wood 
strips of a width and thickness ade- 
quate to bring them flush with the 
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butts of the old wood shingles. Lay 
waterproof asbestos felt over hips, 
ridges and at valleys. 


ASBESTOS CEMENT SIDING 


IN GENERAL, asbestos siding 
is divided into two groups, one 
textured to reproduce the grain of 
weather-aged wood and the other 
having smooth surfaces. The lat- 
ter sometimes are made with col- 
ored mineral granules pressed into 
the surfaces. 

Asbestos siding may be _ ob- 
tained with straight butt lines 
which give a clapboard effect; with 
an irregular butt line reproducing 
the effect of weathered shingles 
applied in the thatch method, or 
with wavy lines. Each produces 
distinctive shadow lines. The va- 
riety enables the selection of a sid- 
ing material appropriate to the 
character and surroundings of a 
building. Asbestos siding is used 
for both new construction and re- 
covering deteriorated side walls. 


APPLYING ASBESTOS SIDING 

WHEN application is to be made 
over existing wood shingles or 
clapboards, loose and curled siding 
must be firmly nailed, decayed sid- 
ing replaced and horizontal filler 
strips nailed against the butt edges 
of the existing siding or shingles. 

















SOME TIPS ON APPLYING ASBESTOS SHINGLES 


Keep shingles in a dry place. Do not allow them to get wet in the 


bundles. 


Lay out the job—chaulk line it before starting to lay shingles. 


Do not nail shingles too tightly. 


Keep lines straight. 


Step on walk boards when walking on shingles. 


When re-roofing over old shingles, use 2-inch long galvanized needled 
point nails and 1!4-inch long nails on new work. 


Fasten each shingle or cut piece with two nails. 
With roofing shingles all exposed nails should be copper. 
Point up valleys, flashings, hips and ridges with plastic cement. 


Do not leave pieces of metal which may have been used for scaffolding 
protruding from between the shingles of the finished job. They will rust 


and cause discolored streaks. 


On new jobs be sure the asbestos shingles are underlaid with water-proof 


sheathing paper. 


Waterproof sheathing paper is generally not required under asbestos 
shingles when they are laid over old shingles, unless the old roof is in bad 


condition. 


Do not permit careless workmanship. 








Asbestos siding shingles should 
be used on vertical sidewalls only, 
and not on roof surfaces. 

It is recommended a layer of 
asphalt felt or waterproof backing 
board be applied between the 


ONE of many old barns which have been 

restored to usefulness by application of 

asbestos cement boards over the old 
siding. 


shingles and the wood sheathing or 
old sidewalls. 


Asbestos siding should be han- 
dled carefully and kept in a dry 
place. Shingles on the job should 
be stacked not more than four tiers 
high. 

If water is permitted to run over 
the unprotected sheathing, trim or 
gutters, and then over the asbestos 
siding, the siding may be stained. 
The siding, therefore, should be 
laid in dry weather. A given wall 
area, from base to top, should be 
completed in as short a time as 
feasible. Wood trim should be given 
at least a prime coat of paint. It is 
advisable to have gutters or eaves 
troughs and leaders in place. The 
laying of felt over sheathing should 
be limited to that which can be 
completely covered with siding the 
same day. 

Before asbestos siding is put 
in place, asbestos caulking putty 
should be applied at all mitred cor- 
ners and wherever the shingles 
butt against wood trim, masonry 
or other materials. 

Methods of application vary 
somewhat with the types of siding 
shingles used. For that reason, the 
workman should follow carefully 
the instructions which are included 
with the shingles by the manufac- 
turer. 
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27 Years As a Dealer--Builder 


Lynn Boyd, Pampa, Tex., has developed proven formula 
for successful package home and building job sales. 


LYNN BOYD: 
“Good lumber, building material, and 
contracting” 


"T WENTY-SEVEN years of op- 
eration as a merchant-builder 
have provided Lynn Boyd, Pampa, 
Tex., with an opportunity to elim- 
inate the kinks and pitfalls en- 
countered in establishing a contrac- 
tor-dealer one-stop building serv- 
ice. Located in a town of 15,000 
population with a trading area of 
another 15,000, Mr. Boyd operates 
one of the largest retail building 
material and construction service 
establishments in the Texas Pan- 
handle. 

Mr. Boyd’s firm handles the real 
estate, planning, financing and con- 
struction of homes and other build- 
ing jobs. In addition to building 
homes to owner’s specifications, the 
company purchases lots and con- 
structs homes for sale. Mr. Boyd 
takes justifiable pride in driving 
through the fine residential section 
of Pampa and observing the ever- 
increasing number of moderate- 
priced homes his firm has built. 
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He takes pride not only in the 
attractive exteriors but in the 
knowledge that every home his 
firm has built in Pampa and trad- 
ing area is constructed, inside and 
out, of quality materials that will 
endure and be a source of satisfac- 
tion to every owner of one of his 
jobs. 


PLANS FIT LOCAL DESIRES 


AFTER selecting the plans for 
one or a number of houses to be 
built for sale, they are turned over 
to an architect who is instructed 
to make changes which will in- 
corporate features in the houses to 
fit the local market and the de- 
sires of prospective buyers as close- 
ly as possible. Houses are financed 
under the FHA plan almost exclu- 
sively. Mr. Boyd reports he has 
encountered instances where FHA 
would not approve a large enough 
mortgage. When this occurs the 
mortgage is handled by the Boyd 
company. He reports no difficulty 
in disposing of such paper to finan- 
cial institutions at any time. 

After the plans have been fin- 
ished and financing arranged, an 
interior decorator is hired at a flat 
price per house to select a color 
scheme, wall paper, light fixtures, 
etc. In building a series of houses, 
the objective is to retain the same 
color woodwork throughout all the 
jobs with variation in wall finishes, 
light fixtures and other decorative 
elements in the interior. One of 
Mr. Boyd’s axioms is good quality 
heating, plumbing and hardware 
make a home easy to sell and he 
strives to give the best in this as 


well as all materials that go into 
the home. Only the best grade oak 
flooring is used and other floor 
coverings such as linoleum are top 
quality. The little extras not usu- 
ally included in a home built for 
sale are installed by the Boyd firm. 
These include extra bathroom fix- 
tures such as towel bars, soap 
dishes, and toothbrush holders. In 
the kitchen, towel bars, small nooks 
and little decorative gadgets are 
placed before the house is sold. All 
windows and doors are weather- 
stripped units and the best heat- 
ing and plumbing are obtained for 
installation. Each house is also 
provided with a back yard fence 
which is a customary feature in 
that area. 


NONE SOLD UNTIL COMPLETED 

NONE of Mr. Boyd’s houses is 
offered for sale until the job is 
entirely completed inside and out, 
thoroughly cleaned and ready for 
occupancy. He has discovered this 
saves a great amount of last minute 
changing in plans and color 
schemes, fixtures, etc., with a re- 
sultant saving to him as a builder. 
All these practices in providing a 
completely finished home, ready for 
occupancy, admittedly takes more 
capital, Mr. Boyd agrees, but pays 
dividends over a period of years in 
much better consumer acceptance 
of all his work and materials. Mr. 
Boyd will not construct a home for 
any customer or for sale by the 
firm that will be anything but top 
quality construction, regardless of 
the price range. The objective is 
to build better homes than anyone 


57 





else and still meet competition on 
a price basis. The firm’s excellent 
business record proves the sound- 
ness of this policy. 

Mr. Boyd started operations as 
a contracting firm in 1919 building 
oil derricks on a job basis. This 
evolved during the years to the 
point where the firm now will con- 
tract to build anything in the light 
construction category such as farm 
barns, oil company housing, set- 
ting gasoline tanks for oil com- 
panies, setting oil field engines, in 
addition to home building. 

The firm also handles all types 
of roofing and re-siding work on 
a completed job basis including la- 
bor and materials. Mr. Boyd as- 
serts this policy has successfully 
eliminated any competition in his 
trade area from transient or spe- 
cialty roofing, siding and insulation 
applicators. 

The size of construction crews 
and volume of work now depends 
primarily on the amount of build- 
ing material available. House 
building can be done on a limited 
basis only by accumulating enough 
material in the yard for several 
jobs. When all the necessary ele- 
ments for the houses are on hand, 
work proceeds and the homes are 
completed without delay. 

Working the contracting and 
dealer business together enables 
the firm to make certain correct 
material is used at the right time 
in the right place under present 
shortages when so much substitu- 
tion and unconventional materials 
and work are prevalent. Odds and 
ends of various materials that al- 
ways accumulate in the average 
retail yard can be practically elim- 
inated by the Boyd company be- 
cause these small lots of off-size 
items can be routed to jobs being 
handled by his crews. 

At the present time there are 11 


LYNN BOYD has been able to keep an adequate supply of 
bolts for every use from 14-inch up to 1-inch in all lengths in 
well arranged, neatly maintained racks like the one shown here. 
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employes in the retail yard and 
about 30 men working in con- 
struction crews making a total of 
about 43 employes. During the 
war about half of the construction 
crew entered military service and 
the retail yard staff was reduced 
to four. All the former employes 
have returned and have been em- 
ployed by the Boyd company except 
one, who is still-in service. In the 
retail yard all the employes are 
veterans of either World War I or 
World War II including Mr. Boyd, 
who operated a sawmill for the 
U. S. Army in France in 1917 and 
1918. Five of the men are vet- 
erans of World War II. 


CONSTRUCTION FOREMAN FIGURES COSTS 


ONE man is in charge of the 
retail yard, another is responsible 
for bookkeeping and a third is in 
charge of the contracting phase of 
the business. The construction 
foreman is responsible for estimat- 
ing costs on work to be done but 
all prices are finally determined in 
consultation with Mr. Boyd. 

In addition to his responsibility 
for accurately estimating costs of 
work undertaken, the construction 
foreman has under his guidance 
the foreman of each of the crews 
working on the jobs. At the pres- 
ent time there are three such crews 
working five days a week. Satur- 
day work was dropped because of 
the shortage of materials. Each 
crew foreman sets the pay for his 
men based on their efficiency, and 
wages paid all construction crew- 
men in Mr. Boyd’s organization are 
higher than the prevailing union 
scale. This eliminates labor diffi- 
culties and inspires more efficient 
work in addition to instilling a 
feeling of loyalty toward the Boyd 
company because of the premium 
pay. 

The foreman in charge of the 


construction department is respon- 
sible for keeping jobs supplied with 
materials, as well as checking daily 
to see that sufficient help is on 
hand to keep the work up to sched- 
ule at maximum efficiency and econ- 
omy. All crews report at the re- 
tail yard each morning and check 
in for the day. At the morning 
check-in materials to be required 
that day that might not be on the 
job already are ordered out and 
any difficulties that might be unset- 
tled are ironed out before each 
day’s work is started. 

Mr. Boyd has found that to get 
most out of his construction de- 
partment with the least amount of 
difficulty and personel attention, it 
is profitable to pay his foreman 
exceptionally good salaries and to 
keep them on the payroll as stead- 
ily as possible. The foremen of 
his crews lose very little time, even 
in bad weather, because Mr. Boyd 
provides employment for them in 
the retail yard when they are un- 
able to work on outside jobs. 


SUBLETS WIRING, PLUMBING 


NO PLUMBING or electrical 
wiring is done by men in the Boyd 
company’s construction crews. 
Plumbing and wiring are done by 
subcontractors under a_ working 
agreement between them and the 
Boyd company. The firm contracts 
for painting jobs in the same man- 
ner as other building jobs are han- 
dled—on a completed material and 
labor basis. Two painters work 
most of the time with the con- 
struction crews but when houses 
are being completed at a pace too 
fast for two painters to do all the 
work, paint contractors are brought 
in and the work completed on a la- 
bor-cost basis, with the Boyd com- 
pany furnishing the material. The 


GOOD quality builders hardware for installation in the struc- 
tures built by the Boyd company as well as for sale to con- 
sumers is kept on the shelves in the building material store. 
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A NEAT, impressive paint display greets customers who enter Lynn Boyd's sales premises. 
The firm maintains a large, well-balanced paint inventory in spite of difficult buying 
conditions now prevalent. 


painters supply all tools they re- 
quire. 

Mr. Boyd does all his own ex- 
cavating but concrete work is han- 
dled by a firm owning concrete mix- 
ers, With the Boyd company supply- 
ing all the cement and aggregate, 
which is poured at a flat price per 
yard. 

Pampa is situated in a large oil, 
natural gas and carbon black pro- 
ducing area and the company han- 
dles a large volume of business for 
these firms. Because of the danger 
involved in working around gas and 
oil wells, the firm carries large 
property damage insurance as pro- 
tection against difficulties that could 
arise from accidents involving con- 
struction crews. Special materials 
such as bolts, heavy timbers and 
cement are stocked in Mr. Boyd’s 
yard in sufficient supply so the 
large oil, gas and carbon black 
firms know they may obtain what 
they want in their type of build- 
ing materials from the Boyd com- 
pany on short notice. 


FINANCES JOBS TO COMPLETION 


IN HANDLING work on a com- 
pleted labor and material basis for 
the oil companies, as well as other 
firms and individuals, the Boyd 
company finances all jobs to comple- 
tion and no bills are rendered or 
collections made until all work is 
finished. This simplifies bookkeep- 
ing for Mr. Boyd’s customers and 
also their insurance and financing 
problems. Mr. Boyd decided many 
years ago that instead of advanc- 
ing credit to contractors and wait- 
ing for the money, it was much 
easier and more profitable to do 
the construction work with a crew 
of his own and handle the financing 
himself. In the Pampa area, retail 
lumber dealers at one time granted 
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a discount to contractors for all 
materials purchased, but this was 
discontinued when the dealers dis- 
covered contractors acquired the 
habit of passing the discount along 
to their customers causing trouble 
eventually between consumer pur- 
chasers and lumber dealers. 

Like all retail dealers now, Mr. 
Boyd is having plenty of difficulty 
keeping building materials flowing 
into his yard, especially lumber. 
For that reason he favors taking 
on smaller jobs involving more la- 
bor and less material during the 
current shortage. He works all 
the angles in making materials that 
are available fit the job, but never 
tolerates a substitution or use of 
an alternate material that will re- 
sult in lower quality construction 
or shorter life of the completed 
structure. Because of the extreme- 
ly short supply of millwork, the 
Boyd company has a tieup with a 
local woodworking concern to fab- 
ricate window sash, kitchen cab- 
inets and special items from mate- 
rial furnished by Mr. Boyd. 

The aim of the Boyd company is 
to supply builders and home owners 
with everything they need in light 
construction or maintenance of 
buildings in that trading area. 
When a line is carried by the yard it 
is complete and despite difficulties 
of procurement now, the stocks are 
maintained above par so that pur- 
chasers of such materials have the 
feeling they “can always get it at 
Boyd’s.” An unusually large stock 
of paint in a wide range of colors 
and types is kept on hand. In or- 
der to do this Mr. Boyd has been 
forced to buy from a number of 
paint manufacturers during the 
present crisis. The same holds 
true for builders hardware, bolts 
ard nails which are stocked in 


“every type and size anyone would 
want.” 
KEEPS DETAILED “WANT” BOOK 

THE fact the Boyd company has 
a reputation for keeping complete 
stocks brings a steady flow of new. 
as well as repeat customers to the 
yard daily. One of the devices Mr. 
Boyd uses as a valuable asset to 
keeping stocks complete and mate- 
rials on hand is a “want” book 
which is kept in constant use for 
Mr. Boyd’s guidance in his buying 
efforts, now as well as in normal 
times. Every employee is instructed 
to post any lack of material or im- 
pending shortage in the want book 
immediately on discovery.  Al- 
though it is impossible now for any 
retail lumber dealer to maintain 
complete stocks in all the lines car- 
ried, the use of a want book is an 
invaluable aid to keeping inven- 
tories above average. 

One of the changes in office pro- 
cedure inaugurated at the Boyd 
company as a result of the extreme 
shortage in building materials al- 
tered the order in which sales tick- 
ets are written and material loaded 
out of the yard. It was discovered 
early in the shortage period sales 
tickets made out in the office before 
yard men attempted to load mate- 
rials out had to be changed, either 
because the items were not in stock 
or a substitution had to be made. 
Now at the Boyd company, sales 
tickets are not made out until ma- 
terial is being loaded, which makes 
it necessary for every driver to 
check out after his truck is loaded. 
As a result of this practice, only 
the two front entrances to the yard 
are left open and the rear entrance 
is kept closed to avoid the possi- 
bility of loaded trucks uninten- 
tionally leaving by that gate with- 
out giving the office a chance to 
check them out. 

As a result of this ehange in 
practice, Mr. Boyd reports numer- 
ous customers, especially farmers, 
load many additional items which 
they did not express any intention 
to purchase when they first entered 
the office to list materials desired. 


TO BUILD NEW STORE 

MR. BOYD’S present establish- 
ment is too small for the volume of 
business being handled and does 
not provide sufficient display room, 
although there is an above-average 
display room and counter space in 
the present quarters. He is plan- 
ning the construction of an entirely 
new establishment to be located di- 
rectly across the street from the 
present yard. The new store, lum- 
ber sheds and warehouses will have 

(Continued on Page 93) 
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CUTAWAY view shows how the kitchen, laundry and bathroom are located around the 
central core of the unit. 


Lumber 
Dealers to 
Figure in 

Sales of 

Utility Unit 


Compact unit contains all heating, plumbing, kitchen, 
laundry and bathroom fittings for simple installation. 


ESIGNED to make modern 

conveniences available at a 
lower cost, the Ingersoll utility unit 
made a sudden appearance on the 
market this last winter, combining 
heating, plumbing, kitchen, laun- 
dry and bathroom facilities into 
one compact unit. 


Of immediate importance to the 
building material dealer is the fact 
Borg-Warner, manufacturer of the 
unit, is planning to have the deal- 
ers ultimately figure very largely in 
its sale. 


Recently Roland D. Doane, gen- 
eral sales manager of Ingersoll 
Steel, addressed Peoria, IIl., dealers 
and expressed the hope to have the 
retail lumber dealer in a position 
to get and sell the units. But first, 
he said, he must have a clarifica- 
tion of the NHA-Wyatt program 
which will give him something 
more definite upon which to base a 
sales program. 


FEATURES CENTRAL CORE 


ADAPTABLE to both conven- 
tionally-built and _ prefabricated 
houses, the unit has a central core 
containing the furnace, hot water 
heater, plumbing vents and stacks, 
chimney connections, electric con- 
netions and controls. Around three 
sides are the component parts of 
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the kitchen, laundry and bathroom. 
This assembly around the core has 
taken into consideration the saving 
of floor area, arrangement for ap- 
pearance, convenience of use and 
assimilation to conventional floor 
plans. 

On one side is a complete kitchen 
with water, gas and electrical con- 
nections fitting into planned out- 
lets from the core. In the same 
manner on the opposite side is a 
complete bathroom assembly sim- 
ilarly fastened to arranged outlets 
for hot and cold water, sewerage 
and electrical connections. At one 
end, completing this arrangement, 
is a laundry unit. 

The central core is a self-con- 
tained package which can be rolled 
through the door framework and is 
engineered so a man can get inside 
and service it. The unit floor area 
is 90 square feet, of which about 
19 is covered by the central core 
and 71 by the kitchen, laundry and 
bathroom equipment. 

Kitchen and laundry cabinets, 
both lower and upper, are steel, 
finished in white enamel; work 
counters in kitchen and laundry are 
porcelain enamel in light gray or 
white. The back wall area between 
the upper and lower cabinets is 
steel, finished in white or light 
gray porcelain enamel. 


The top of the cabinets in the 
kitchen and laundry area is seven 
feet high. Area above this to ceil- 
ing height will be filled by the 
builder. Grills are provided through 
the filler strips for heat into kit- 
chen and laundry area and for gas 
stove venting. 


LAUNDRY ADJOINS KITCHEN 


THE laundry area, at the end of 
the central core, adjoins’ the 
kitchen but is separated by an ex- 


ENTERING a front door is no problem for 
the Ingersoll unit which is small and 
compact. 
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PRACTICAL application of the Ingersoll unit is shown in the five floor plans above which have been built at 
Kalamazoo, Mich. The core of each unit is shown in solid green; the kitchen and laundry installations in 
green outline. These homes were designed by (top, leftto right) Alden B. Dow, Midland, Mich.; Hugh Stubbins 


Jr., Belmont, Mass.; L. Morgan Yost, Kenilworth, IIl.; 


ternal right angle permitting a sep- 
arate working area. Depth of 
counter space to back wall is 28 
inches to accommodate an auto- 
matic washer. 

The bathroom is provided with a 
five foot recessed tub, leg supported 
lavatory and flush-valve wall-hung 
closet. The medicine cabinet has 
recessed concealed fluorescent 
lighting with ample outlets, glass 


Wills, Boston. 


shelving and mirror area. High 
grade standard fixtures are sup- 
plied. 
DESIGNS HOMES AROUND UNIT 

THE theory of using such a util- 
ity unit in homes was put into 
practice when Fletcher Lankton, 
Peoria, Ill., originator of the util- 
ity unit idea, and seven other na- 
tionally known architects were 
asked to design homes around the 


(bottom) Harwell Hamilton Harris, Los Angeles; Royal Barry 


unit. One of these men was L. 
Morgan Yost, Kenilworth, IIl., who 
is associate editor on AMERICAN 
LUMBERMAN. 

Homes have been constructed 
from 12 of their plans in Kalama- 
zoo, Mich. Five of the floor plans 
are reproduced on this page show- 
ing how the unit can be incorp- 
orated into a variety of room ar- 
rangements. 


INCLUDED with the Ingersoll unit are the baihroom and kitchen furnishings shown below. 
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CAVORTING among the flowers, the cartoon 
figure used on the cover each month, illus- 
trates the “getting ready for spring” theme 


of a recent issue. 


HOUSANDS of new customers 

for all lines of merchandise 

have been won for Hill-Behan Lum- 

ber company, St. Louis, through 

regular monthly mailing of the 

company publication, Hi-Be-Co 
Handy Helpers. 

Developed by Glenn Schwing, 
veteran general manager of retail 
stores for Hill-Behan, the Hi-Be-Co 
publication is an 8 page booklet 
sent to a constantly-growing list 
of more than 5,000 St. Louis home- 
owners—all of whom have already 
been actual customers of the store. 

The booklet is carefully pro- 
duced, printed with offset meth- 
ods, and mailed on the same date 
each month. As shown, the cover 
always bears a cartoon indicative 
of the season of the year, combined 
with a weather forecast for the 
next 30 days. This feature alone 
makes the idea popular, according 
to Mr. Schwing. 


SEASONAL ITEMS ADVERTISED 
PAGE space in the booklet is 
split between timely advertising of 
seasonal items, and handy hints for 
garden culture, house renovation, 


painting, insect combat, etc. For 
example, during the recent cam- 
paign against rats in St. Louis, the 
Hi-Be-Co booklet’s inside cover 
page gave a long list of facts about 
rats, suggestions for keeping them 
away, or for trapping them if al- 
ready on the premises. Needless 
to say, this won a lot of atten- 
tion. 

Advertising, with cuts drawn 
from the actual item, covers ap- 
proximately twenty items sold in 
Hill-Behan’s seven St. Louis stores 
in each issue. Copy is rotated 
through all housewares, sporting 
goods, glassware, builder’s hard- 
ware, lumber and millwork depart- 
ments, with the most emphasis, of 
course, on timely seasonal items. 
This has proven important, accord- 
ing to Mr. Schwing, in putting over 
the idea that Hill-Behan retail 
stores carry many more home items 
than the usual customer suspects. 


PAGE ON TIMELY SUBJECT 
A GOODWILL feature which has 
caused much pleased comment is a 
full-page article on the 7th page 
of each issue devoted to some 


Direct Mail Magazine 
Builds Sales Volume 


timely subject, such as gardening, 
house painting, building chicken 
coops or dog houses, etc. In each 
case, Hill-Behan Lumber company 
goes to an expert to write the ar- 
ticle, covers every point, and pre- 
sents the material minus any 
“plugs” for the store’s merchan- 
dise. However, one such article on 
the glazing of windows and paint- 
ing of sash brought in more than 
two hundred interested customers. 

To prevent waste mailing, Hill- 
Behan mails the Hi-Be-Co publica- 
tion only to customers provided 
through two sources. One is the 
existing list of charge-account cus- 
tomers of long standing. All oth- 
ers are procured through getting 
the name and address of every re- 
tail-store customer who buys $2 
or more in merchandise for cash. 
After the day is over, the cash 
ticket is sent to the sales office, 
where the name and address are 
added to the direct mail list. 

“We know we’re getting results,” 
Mr. Schwing summed up, “because 
many customers have called in to 
complain they didn’t receive the 
paper for some reason or another.” 


FAMILIAR to all readers of the Hill-Behan publications is the cartoon figure which is repeated on other 
advertising, left, and on company trucks, right. 





62 


HILLBEHAN LBR Cd 
6515 PAG: BLYD 
PHONE DELMAp ;, 

ST LOUIS MISSo 


June 8, 1946, AMERICAN LUMBERMAN 














le whats INSIDE that Counts / 


O MATTER how fine the cover—it’s the “inside story” 
that decides the quality of a book. 

It’s what’s inside that makes the big difference in per- 
formance of a fine building product, too. 

Take the long, tough fibres in the core of Celotex cane 
fibre building products, for example. These closely-woven 
fibres imprison millions of tiny air cells—create the ideal 
insulating qualities of Celotex board. 

Examined under a magnifying glass, the serrations or 
hooks on each fibre can actually be seen. These interlock- 
ing hooks—more like bamboo than any other domestic 
fibre—give Celotex products their superior structural 
strength and durability. 

All Celotex insulation board products are specially 
processed to make them water resistant—and treated by the 
exclusive Ferox process to protect them against dry rot and 
termites. They’re easy to handle, easy to apply, economical 
to use. 

So look to—and learn to depend upon—these quality 
cane fibre building products made by The Celotex Corpo- 
ration. And keep in mind that on literally hundreds of 
thousands of building jobs they have proved that they have 
the inside quality that counts. 


Zutch Facts on Cemesto—a typical 


Celotex cane-fibre building product 


A multiple-function material used in home and industrial 
building jobs as wall units, room partitions, and roof decks. 
Cemesto is fire and moisture resistant, eliminates need for in- 
termediate support, combines in ove material both exterior 
and interior surface, plus insulation, plus finish. Requires 


no painting. 


le” 


lg” cement-asbestos surface 
for exterior and interior 
finish. 


Water and vapor- resistant 
bituminous adhesive bonds 
both exterior and interior 
surface to cane fibre core. 


Celotex cane fibre insulation Beers 


core, 


Color: Warm grey. 

Sizes: 4’ wide x 4’, 6’, 8’, 
10’ or 12’ long in thicknesses 
of 14g”, 1-9/16” and 2”. 
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Builder’s Hardware in the 
Building Material Store 


This article is the second in a 
series on the merchandising of 
builders’ hardware through retail 
lumber and building material 
stores. The first article appeared in 
the May 25 issue. 


“]* HERE ARE FOUR principal 

reasons why more and more 
lumber dealers have been adding 
builders’ hardware to their lines in 
recent years: 


1. The depression. 

2. War and postwar shortages. 

3. The development of one-stop 

merchandising. 

4. Easier home financing. 

The depression reduced the lum- 
ber dealer’s volume so seriously he 
began looking around for other 
products to fill in his sales valleys. 
Builders’ hardware is one of the 
lines he hit upon as having possi- 
bilities. He figured it is a logical 
addition to his business, as it is an 
essential part of a building. As a 
result, before 1940 builders’ hard- 
ware appeared in hundreds of lum- 
ber yards where it was not sold 
before. 

WAR ACCELERATES MOVEMENT 

THEN the war gave further ac- 
celeration to the movement but for 
an entirely different reason. While 
sales were short during the depres- 
sion, the war brought a shortage in 
goods to sell. The lumber dealer 
took on other logical lines wherever 
he could get them. 

Postwar brought a still further 
quickening in this movement. 
Shortages, as everyone in the 
building business knows only too 
well, are today more acute than 
ever. Hence, the more things the 
lumber dealer has to offer, the more 
representative is his stock likely to 
be, and the broader is the service 
he can offer. 


ONE STOP SELLING 

BUT the growth of the lumber 
yard as a one-stop merchandising 
outlet is probably the main reason 
why builders’ hardware is becoming 
a standard item in building materi- 
als stores. There is a tendency 
toward one-stop stores in many 
lines of business. The general store 
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was the first establishment of this 
kind. Next came the department 
store. Now the drug store, the va- 
riety store, the super-market, the 
gas station, even some jewelry 
stores, are one-stop retail empo- 
riums. There are many reasons for 
these stores that offer a wide 
range of merchandise under one 
roof. However, better service to 
the public is the principal idea 
back of them. 

That, certainly, is the outstand- 
ing reason for the one-stop building 





JOHN ALLEN MURPHY, author of this ar- 
ticle, is a marketing expert for a promi- 
nent New York advertising agency. He 
recently made a comprehensive, national 
survey of builders’ hardware distribution. 
His findings are reported in these articles. 


materials store. Building a house, 
equipping it and furnishing it is 
an awful job for the owner. It is 
likely to be a worrisome and heart- 
breaking task, no matter how good 
the architect or competent the con- 
tractor. There are 1001 things 
for the prospective home owner to 
de. Innumerable decisions to make, 
many different retailers and trades- 
men to see, countless selections to 
make. No wonder many people 
who built homes resolved never to 
go through the ordeal again. 


HOMES ORDERED LIKE CARS 
OR THAT used to be the case. 
Today in hundreds of communities 
it would be possible—if building 


materials were available—for a 
person who wants a home built to 
step into a building materials store 
and order his home, much as he 
might buy a new automobile. And 
it need not take much longer than 
buying a car. He can order it 
equipped and furnished in the same 
way. The one-stop building ma- 
terials store makes all this possible. 

And it is better financing ar- 
rangements which make the one- 
stop buying of a house possible for 
the average citizen. In the past the 
prospective home builder had to do 
a lot of shopping around to arrange 
for his financing. 

Better financing—in which the 
Federal Housing Administrative 
act has played an important part— 
saves all this bother. All the buyer 
has to do now is to walk into a 
building materials store, select the 
house he wants, sign some papers, 
state where his site is and write 
out a check. And if he doesn’t own 
a site that, too, can be arranged. 


DEALERS LICENSE HOMES 


THE market study which we 
made brought out convincing evi- 
dence new homes will be increas- 
ingly financed by lumber dealers. 
The tendency at present seems to be 
for home buyers to get their financ- 
ing at the place where the bulk of 
the materials are bought, the lum- 
ber yard. The tendency also is for 
people to get all their materials 
from this same source, provided of 
course the dealer handles them. 
This is why one-stop buying of new 
homes is becoming the character- 
istic of building materials mer- 
chandising. 

The one-stop type of store has 
attained its greatest development 
on the Pacific coast. It was prob- 
ably in that section builders’ hard- 
ware first began to appear regu- 
larly as standard lumber yard 
goods, although some other sections 
vie for that honor. 

Other sections are rapidly catch- 
ing up to the coast. In fact, we 
found up-to-date building material 
stores almost everywhere we went. 
Some sections are still lagging, but 
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generally the movement is national 
in its sweep. 


NOT A SIDELINE 


HOWEVER in too many cases 
jumber retailers are still trying to 
sell builders’ hardware and other 
recent additions to their lines as 
side-lines. As a result the goods 
are not properly displayed and are 
not accessible to the buying public. 
The only satisfactory way to han- 
dle these lines is in regular retail 
stores. 

The tendency seems to be to lo- 
cate such stores in the community’s 
retail shopping district, entirely 
separate from the lumber yard. 
Many stores of this kind are now 
being projected. On the other hand 
I saw scores of fine building ma- 
terials stores, located in lumber 
yards or closely adjacent to them. 
Where the store should be placed 
depends on where the yard is. If 
it is too hard to get to and is in an 
uninviting district, it is best to lo- 
cate the store in the town’s retail 
section. Many outlying yards, how- 
ever, are easy for customers to find 
and readily accessible by automo- 
bile. They make satisfactory store 
sites. 

QUALITY WAS MISSING 


ONE reason the lumber dealers’ 
builders’ hardware business has not 
grown, as it should, is because, as a 
rule, they have not handled the best 
hardware. There are exceptions, of 
course, but for the most part it was 
pretty cheap stuff and the lines 
were not always complete. 


Low quality hardware is out of 
keeping with a lumber dealer’s reg- 
ular merchandise. Lumber yards 
have always been quality outlets, in 
which goods and building materi- 
als were featured on quality rather 
than on price. For this reason 
many lumber dealers never were 
able to put their hearts into the 
promotion of builders’ hardware. 
They did not display it and offered 
it half apologetically. Also that is 
why many lumber dealers chose to 
stay out of the business. But where 
material dealers did carry a com- 
plete line of good quality hardware 
and put adequate effort behind it, 
the department usually more than 
justified itself. 


The fact most lumber yards did 
not carry quality builders’ hard- 
ware was not their fault. They had 
difficulty stocking the better lines. 
There were a number of reasons 
for this situation. What these rea- 
sons were and how they are being 
remedied, will be explained in the 
next article. 





Arkansas Association Holds 
Its Largest Convention 


Dealers elect Henry H. Jones, president; condemn OPA 
as causing inflation; see new scientific developments. 





PAUL LEIRD, left, retiring president, turns 

over organization reins to Henry H. Jones, 

right, in the presence of E. DeMatt Hen- 
derson, secretary. 


HE LARGEST convention in 
the history of the Arkansas 
Association of Lumber Dealers was 
held at the LaFayette hotel in Lit- 
tle Rock, April 17 and 18, with over 
240 lumbermen in attendance. This 
record turnout continues a trend 
apparent at other recent state and 
regional dealer meetings. 
Like similar 1946 conventions, 
the success of the Arkansas meet- 
ing represented a growing realiza- 


_ tion dealers must collectively see 


their opinions and problems receive 
a fair hearing in the government. 
Effect of the OPA upon all 


_ branches of the lumber industry 
| was analyzed by officials qualified 


to present the viewpoint of the re- 
tailer and manufacturer. After 


| surveying the facts, the association 


formally resolved OPA should 


| either be reformed or be abolished. 


| Members 


also revealed an eye 


| eocked to the day when building 


materials will have to be sold and 
not merely supplied. 
STOP ILLEGAL LUMBER SALES 


SALE of lumber through illegal 
and improper channels must be 


| stopped if the retailer is to survive, 
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President Paul Leird, Leird Lum- 
ber company, Little Rock, stated. 
“T am convinced that the OPA is 
unable and, in some cases, unwill- 
ing to enforce its regulations, par- 


ticularly at the mill level,” he said. 

“It is just as illegal to purchase 
at black market prices as it is to 
sell at above legal prices. Some 
progress in this direction might be 
made if we can show our contrac- 
tor friends who are making direct 
mill purchases at retail prices and 
above they are jeopardizing their 
own position by so purchasing,” he 
continued. 

As soon as manufacturers are 
free to run their own businesses 
and know their costs, mass pro- 
duction will follow and inflation 
will be prevented, Louis G. Reicke, 
vice-president and general man- 
ager, Tulane Hardwood Lumber 
company, and president of the 
Southern Sash and Door Jobbers 
association, New Orleans, declared 
in reviewing the millwork situa- 
tion. As an example of govern- 
ment paper work shackling the 
manufacturer, he pointed to MPR 
608 for special millwork, effective 
May 3, which provides every manu- 
facturer must file a very elaborate 
questionnaire or be obliged to sell 
at cost of labor plus cost of ma- 
terial with no profit. 

One effect of OPA ceilings has 
been to force dealers into the use 
of items which will serve a similar 
purpose but which cost a great deal 
more, he said. Screen doors with 
higher priced bronze screen-wire, 
special pattern molding instead of 
unobtainable stock molding, and 
$135 gum plywood in place of $52.50 
fir plywood were cited. 


OPA CAUSES INFLATION 


“OPA RULINGS are chiefly re- 
sponsible for any inflation in the 
United States today,” Mr. Reicke 
said. “It’s high time for Congress 
to take back the authority it dele- 
gated to organizations like the OPA. 
American manufacturers and busi- 
nessmen were willing to go along 
while the war was in progress, but 
now it’s ended there is no reason 
for selling articles under the cost 
of production. An honest manu- 
facturer is penalized for his patri- 
otism as business on the black mar- 
ket continues to increase with each 
passing month.” 

Patchwork corrections made in 
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OPA Southern pine prices are not 
in keeping with experiences of the 
years and do not maintain basic 
relationships between the grades, 
C. C. Sheppard, president of the 
Louisiana Central Lumber com- 
pany, and past-president of the 
Southern Pine association, de- 
clared. 

Describing his experiences as a 
former member of the OPA South- 
ern Pine Industry Advisory com- 
mittee, Mr. Sheppard declared the 
agency’s “continued and persistent 
refusal” to take the advice of the 
committee resulted in his resigna- 
tion. 

The OPA is making promises in 
order to secure longer life and to 
put the government in the home- 
building business. Actually the best 
thing which could be done to build 
homes would be to abolish OPA, he 
said, for there is no hope of secur- 
ing production by government di- 
rectives. 

FORMAL RESOLUTION PASSED 


THE association’s formal reso- 
lution stated: “Some sort of price 
control on certain items is neces- 
sary, but OPA has failed completely 
to cope with its problems and un- 
less a drastic change of policy is 
adopted at once, the powers granted 
to it by Congress should be with- 
drawn when the current life of the 
organization expires on June 30.” 

Moving from present govern- 
ment restrictions to scientific de- 
velopments that offer dealers new 
selling opportunities, members of 
the association witnessed a labora- 
tory test of the properties of flame- 
proofed lumber conducted at the 
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Little Rock Central fire station by 
technicians of the American Lum- 
ber and Treating company. An oil 
fire bomb was ignited in two full- 
size attic corner sections—one built 
of pine pressure-treated with Min- 
alith fire-retardant chemical at the 
company’s Fordyce, Ark., plant and 
the other of untreated pine. 


At the end of 25 minutes the un- 
treated unit collapsed in a mass of 
flame while the treated unit re- 
mained structurally strong. The 
fire source in the treated unit— 
identical with that used in the un- 
treated unit—had consumed itself. 
Except for charring immediately 
over the fire source, the flameproof- 


ing treatment had confined the fire 
to its origin and prevented spread 
of flame over the wood’s surface. 
JONES ELECTED PRESIDENT 

HENRY H. JONES, Arkmo 
Lumber company, Little Rock, was 
elected president of the association 
for the coming year. Other officers 
named include Claude Roach, Jones- 
boro Lumber company, Jonesboro, 
first vice-president; J. R. Hartsell, 
Superior Lumber company, El Do- 
rado, second vice-president; J. R. 
Grobmyer, Grobmyer Lumber com- 
pany, Little Rock, third vice-presi- 
dent; A. C. Davidson, Monarch Mill 
and Lumber company, Little Rock, 
treasurer; and E. DeMatt Hender- 
son, Little Rock, secretary. 

Directors elected are G. S. R. 
Sharp, Arkmo Lumber company, 
John Franklin, Planters Lumber 
company, F. A. Lambert, Harland 
West Lumber company, all of North 
Little Rock; Charles Black, Black 
Lumber company, Corning; E. D. 
Henry, Henry Builders Supply com- 
pany, Walnut Ridge; J. R. Gard- 
ner, Wynne Lumber’ company, 
Wynne; Ansel Neal, Morrilton 
Lumber company, Morrilton; E. E. 
Bonsteel, E. E. Bonsteel Lumber 
company, Harrison; N. K. Williams 
Jr., Williams Lumber company, 
Marshall; Jack Morgan, Morgan 
Lumber company, England; Porter 
John, J. I. Porter company, Stutt- 
gart; C. C. Curl, C. C. Curl Lumber 
company, Helena; Roy Daughtery, 
White City Building Material com- 
pany, Camden; George Peck, Hope 
Builders Supply company, Hope; 
and Herman Finkbeiner, Lewis 
Lumber company, Benton. 
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VWUulti-Straud CONTEST WINNERS! 
1st Prize—*500 Bond 


2nd Prize—*200 Bond 
3rd Prize—*100 Bond 


$50 Bond Winners 


G. V. Getchell 
Rice & Miller Co., Bangor, Me. 


Day Davis 
Farmers Hdwe. & Whse. Co., Rutledge, Ga. 


Jack P. Rice 
5017-47 St., N. E., Seattle 5, Wash. 


Howard M. Jones 
Morrison-Merrill & Co., Salt Lake City, Utah 


$25 Bond Winners 


William |. Lawson 
4327 S. Second St., Louisville, Ky. 


Jerry Friend 
718 West Elm St., Decatur, Ill. 


John R. Erdel 
Erdel Hardware, Mexico, Mo. 


Mrs. J. E. Boyd 
333 Granado St., San Antonio 1, Texas 


Daniel R. Woodbury 
Waite Hardware Co., Southbridge, Mass. 


Edward A. Clark 
Laurens, lowa 


S. T. Hawkes 
P.O. Box 946, Los Banos, Calif. 


Robert E. Doti 
Igoe Brothers, Brooklyn, N. Y. 


J. H. Baker 
McPhillips Mfg. Co., Mobile 2, Ala. 


Janice Gerdel 
White Hardware Co., Millsboro, Del. 


Special Award—*25 Bond 


CONGRATULATIONS, winners! 


The judges really had quite a job deciding who should 
win the $1250 in Bonds in the MULTI-STRAND wire 
screening contest. 


Little wonder! There were so many names! Thousands 
of them — from 46 states of the Union and from 3 for- 
eign countries. 


You eighteen winners were chosen because you sub- 
mitted “good, short, descriptive” names which in the 
judges’ opinion best described the features of the 
MULTI-STRAND wire screening edge. 


Your names seemed to tell easily and quickly that 


NEW YORK WIRE 
500 Fifth Avenue 


MULTI-STRAND has an exclusive, reinforced edge 
which gives extra strength where needed most. You 
sensed that this edge assures a tight, long-lasting 
installation. You realized how the printed foot 
numerals on this edge provide an ever-ready inven- 
tory—make measuring and planning easy—and cut 
out waste. 


Naturally, we are pleased that so many of you from 
so many places sent in so many names. Our legal de- 
partment is now reviewing the suggested names before 
any decision on their possible future use is made. 


Meantime, we want to thank all of you for your inter- 
esting letters and fine suggestions. 


CLOTH COMPANY 
New York 18, N. Y. 
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| Complete working blueprints and specifica. | 
tions of any house design published in this | 
magazine are now available at $5 per set. | 
Two sets of plans for the same house are $8, 
three sets $10, four sets $12 when ordered 
at the same time. All the blueprints are in 
a convenient 12x18 inch size and meet ail 

| FHA requirements. Please order plans by | Yee 

| number, enclosing payment and address to Me f 
American Lumberman, 139 North Clark street, 

Chicago 2, Il. 





{oar ee gee aE 
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16,000 Cubic Feet 
House Plan No. 714 








House Plan No. 720 
18,900 Cubic Feet 









BED ROOM 


14-6 X 9-0 
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OF INSTALLATION 


The old law of supply and demand plus high 
wages and other costs make time a most 
important factor in any installation job. The 
Grand Rapids Invizible is a time and money 
saver because it is by far the easiest of all sash 
balances to install. If you, too, are interested 
in cutting off time at this end, make.a date with 
the Grand Rapids Invizible. You'll be impressed 
with its durability, ease of adjustment and the 
fact that it is actually invisible — no exposed 
tubes — tapes and cables entirely eliminated. 
And, too, only 10 sizes meet 95% of all resi- 
dential requirements. 
SEND FOR SASH BALANCE CATALOG 


which contains complete information on sash balance sizes, 
directions for installing, etc. All fully iltustrated, 


CRAND RAPIDS SASH PULLEYS 
No. 103 face plate, cone bearing 


type and Nos. 175, 109, 110 
sawtdoth drive. type sash pulleys 
cover 95% of all sash pulley 
requirements. 


GRAND RAPIDS HARDWARE COMPANY 
GRAND RAPIDS + + MICHIGAN 


Everybody’s 
Talking about 
Sisalation! 


CONTRACTORS SAY: 


““Sisalation is a natural for low cost 
insulation. Not only does it insulate 
— it’s an effective moisture-vapor 
barrier as well !” 


ARCHITECTS SAY: 


“Reflective insulation has proved its 
value over many years. Sisalation is 
inexpensive and ideal for insulating 
low cost homes !” 


DEALERS SAY: 


“Sisalation is everything you say it 
is. Please repeat my last order and 
send additional literature !”’ 


Its reflective surface keeps houses warm 
in winter, cool in summer. You'll be talk- 
ing about Sisalation too! Send for your 
free sample and complete information. 


Meet the Unseen Guardian! 
Symbol of Sisalkraft Products — 
guardian of your comfort — pro- 
tector of your home investment. 


mx —— PCE 
The SISALKRAFT Co., 205 W. Wacker Dr., Chicago 6, Ill. 


Gentlemen: Please send me folder and free sample 
of your new low cost Sisalation! 





Address 





City State AL-646 
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HIGHLIGHTS: Details of Latest Price 
Ceilings; What New Nonresidential 
Building Order Will Do 


THE OPA has announced mill 
ceiling price increases of approxi- 
mately $3.50 a thousand on Doug- 
las fir and other West coast lumber. 

These price changes, which have 
been under consideration for some 
weeks, went into effect May 31. The 
items involved have been certified 
by the CPA as essential to the GI 
housing program. 

To take advantage of the in- 
creases, mills must rearrange their 
cutting schedules so that the 
largest portion of their output is 
boards and dimension. These are 
the items most needed in housing 
and the sizes, that normally involve 
the high production costs. 


MARKUP PASSED ON 


But cost study planned 
of retail yard margins 


“Consumers will pay the higher 
prices,” the OPA says, “pending 
completion of a cost study of retail 
distribution yard margins.” 

Following is a partial list of the 
increases : 

Boards are increased by $5.50 a 
thousand; all items. 

Dimension, $4.50; all items ex- 
cept six-foot lengths, which are in- 
creased by an average of $9.50. 

Plank and small timbers, $1; ef- 
fected by deleting surfaced lumber 
from the heading. 

Flooring, drop siding and rustic, 
bevel siding, ceiling, stepping, and 
casing and base, $6; all items ex- 
cept flat grain bevel siding in 
widths over six inches. 

Finish and clears, $5; on all V G 
4 inch and narrower, and F G 8 
inches and narrower. 

Lath and shingle bands: the tem- 
porary price increases on plaster 


72 


lath are made permanent. The 
price of fence lath has been in- 
creased by the same amount. Shin- 
gle bands carry the same price as 
No. 1 plaster lath. 

Most pricing of odd and frac- 
tional lengths has been deleted; but 
provision is made for such pricing 
where the need for it can be proved 
to be genuine. Much the same pro- 
visions have been made for frac- 
tional widths and_ thicknesses, 
though a few specific prices are 
named. 

Footnote 1 to table six is clari- 
fied by the provision that the differ- 
ential for F G % by 6-inch “D” 
drop siding and rustic shall be $7 a 
thousand. 

At this writing, printed copies 
of the order are not available, but 
they should be off the government 
presses by the time you are reading 
this issue of the AMERICAN LUM- 
BERMAN. The above figures have 
been taken from the official press 
release. Better get a printed copy 
of the order. It’s important. 


PR 33 RUMOR 


Direction | may apply to 
formula for buying stock 


There is a lot of rumor in 
regard to Direction 1, PR 33. Re- 
member, it’s only rumor, and do 
nothing violent until the official 
order comes out. It should, in fact, 
be public and official by the time 
you read these lines. The Calendar 
is told that at least one provision 
is especially important to all retail 
distributors. 

It’s like this: A formula for 
buying stock will center about the 
certification made by the dealer 


himself. He determines from his 
records the amount of his inventory 
as of Jan. 1, 1942. He is allowed, 
each month, on his own certifica- 
tion, to buy an amount of lumber 
equal to seven per cent of that 1942 
inventory; or two cars of stock, 
whichever is the larger amount. He 
will buy all his stock, as we under- 
stand it, in this way. He can not 
extend the HH ratings that may 
come to him from contractors. 


Again, as we understand it, the 
dealer’s certificate takes priority 
over an HH rating at the mill. It 
is junior to the AAA rating. The 
only other operator permitted to 
certify orders to a supplier, on an 
equal basis with the retail distribu- 
tor, is the housing prefabricator; 
and the latter presumably will want 
more plywood and less yard lumber, 
on a percentage basis, than the re- 
tail lumberman. So these two are 
not likely to be in deadly buying 
competition. 


There are a good many other pro- 
visions, so we’re told, in the 
revision of Direction 1. At this 
writing the document hasn’t been 
signed. So consider the above 
merely as a grapevine flash, indi- 
cating what the government men 
are thinking about. You’re likely 
to have the complete story imme- 
diately. 


FIR MILLWORK INCREASE 


Combination screen doors 
up 16 percent to consumer 


Amendment 4 to MPR 589 grants 
substantial raises in manufacturer 
ceiling prices for fir stock millwork. 
The OPA, at the same time, 
brought retail sales of this mill- 
work under the same regulation 
that covers manufacturers’ and 
jobbers’ transactions. A dollar-and- 
cent pass through of the manufac- 
turers’ increase is allowed jobbers 
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No. 35 in a series on modern lumber manufacturing. 


J. NEILS LUMBER COMPANY 


Klickitat, Washington Member Western Pine Association 





WAN EE ED 


KD furniture dimension stock worked to 
pattern and cut to length. We have a 
large and growing demand for this mate- 
rial and can handle large quantities of it. 
Write or wire us what you have to offer 


> Phone 8115 


We specialize particularly in special worked furniture and industrial 
cut stock, cut-to-length cleats and crating and in plywood. 


@ WINSTON-SALEM 


NORTH CAROLINA 


Also, we handle a large amount of commission business in regular 
items in Southern Pine, Western Pine, Spruce and Douglas Fir, including 
Douglas Fir Plywood. 


We need additional connections with Pecan Floor- 
ing producers. Can use several cars immediately. 


Mills that are looking ahead and are interested in effective, permanent 
representation in our territory should contact us at once. 






The high standards of 
quality established fifty- 
one years ago are still 
maintained in both Neils’ 
mills with good timber, 
careful grading and mod- 
ern equipment. 


Libby, Montana 





TO OUR CUSTOMERS 


We are extremely grateful to the 
many customers who have availed 
themselves of our service. We want 
each and every one to know that 
his business has been personally 
appreciated. We have been doing 
our utmost to meet the needs of all 
customers insofar as possible—and 
will continue to do so. However, 
the volume of orders now being 
offered us is such that we must 
solicit a little breathing spell—and 
ask your forbearance. For the time 
being we are unable to add any 
new business—until we can 
broaden our sources of supply — 
when we shall hope to serve you. 


-L.N. BAGNAL 


P. O. BOX 2896 WINSTON-SALEM I, N. C. 
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and retailers, pending determina- 
tion of the ability of resellers to 
absorb the increase. This will mean 
consumers will pay about 16 per 
cent more for screen doors and 
combination screen and _ storm 
doors. The advance at retail levels 
of other items will be about 18 per 
cent. Earlier advances in lumber 
prices had made the manufacture 
of these stock items unprofitable, 


and production had been practically 
stopped. 

The amendment includes a spe- 
cial clause to safeguard retailers 
against financial hardship by 
granting these resellers a price at 
least 25 per cent above their buying 
costs. The OPA has found this mar- 
gin is the nationwide average oper- 
ating cost ratio. 


NONRESIDENTIAL PROJECTS 
Two-thirds reduction is 
effective through June | 

Civilian Production Administra- 

tor Small has issued an order di- 
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Result: A-Y lumber is fine quality lumber—soft-textured, well-man- 
ufactured. Our only problem right now is that we don't have enough 
of it to go around—to meet the heavy demand for A-Y yard stock, 
factory lumber, mouldings and industrial items. 


MEMBER PONDEROSA PINE WOODWORK 


Alexander-Yawkey Lumber Co. 


s Western Pine Association 

















Yes Sir! Alexan- 
der-Yawkey is op- 
erating in an ex- 
cellent stand of 
fine quality Pon- 
derosa Pine 
timber. 


Alexander- 
Yawkey has mod- 
ern logging and 
manufacturing 
equipment and 
experienced 
crews throughout. 





Prineville, Oregon 





recting his field officials to make a 
sharp reduction in the number of 
approvals of nonhousing projects. 
This order is to be in effect through 
June and possibly for a longer pe- 
riod. The two-week period ending 
May 23 is used as the standard. 
Approvals for nonhousing construc- 
tion are to be reduced by two- 
thirds. 

This drastic move was made 
necessary, so the CPA states, for 
at least two reasons. First, the 
swarm of strikes has checked the 
production of building materials 
needed in the construction of GI 
houses; second, the number of 
buildings already approved is so 
large there isn’t enough materials 
in sight to finish them. There has 
been much complaint about the easy 
and almost careless way in which 
projects have been approved. Hous- 
ing Administrator Wyatt also has 
taken account of the excess of 
building permissions over the quan- 
tities of material in sight. So the 
Administrator has announced hous- 
ing priorities for the second quar- 
ter will be limited to the original 
quotas. That means also a. drastic 
reduction in the issuance of hous- 
ing priorities. It’s reported these 
building rights have been issued at 
the rate of 35,000 a week, for some 
time; the number will be reduced 
to 12,500 a week. Probably the re- 
duction will not be on a percentage 
basis, straight across the board. 
We’re told, in some areas, so many 
have already been issued that few 
if any more will be given out until 
after the first of July. 


HOUSE INSPECTIONS 


FHA inspectors will check 
on ceiling-selling _ prices 


Complaints have been made by 
officials of the Veterans’ adminis- 
tration that prices of GI houses 
have been whooped up, in excess of 
the amount permitted by law. 

To meet this situation, the hous- 
ing administrator has announced a 
double inspection. This applies to 
houses authorized after May 24. 
The first inspection is made after 
the house has been roughed in; the 
second shortly before it is com- 
pleted. The purpose, of course, is 
to determine if the price asked is 
in accord with the ceiling-price 
formula. 

These inspections will not be ap- 
plied to the half million or so 
houses started, or authorized, be- 
fore the date mentioned. This 
should not be misunderstood. The 
ceiling-price law applies to all 
houses not yet completed when the 
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THE HEATFORM is a double-walled. assembled unit consisting of 
firebox, throat and damper, around which the masonry walls are 
easily built. to complete a fireplace of any design THAT WILL 
NOT SMOKE. 

A SUPERIOR FIREPLACE costs but little more because the HEAT- 


FORM replaces other materials and saves labor necessary in con- 
structing the old-fashioned fireplace. 
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YOUR CUSTOMERS EXPECT YOU TO RECOM- 
MEND AND FURNISH THE BEST. 


Compare the SUPERIOR with any other fireplace and you'll be 
convinced that it delivers more heat and gives more years of 
service. 


MORE HEAT, because: 


larger air chambers surround firebox and throat thus more heating 
surface over which the air passes. 


MORE HEAT, AND GREATER AIR VELOCITY, 
because: 


lower and upper heating chambers are connected by air passages 
at each side and also through the throat. 


MORE YEARS OF SERVICE, because: 


of the RIBBED construction of the boiler plate firebox. 


MORE YEARS OF SERVICE, because: 


dead-air pockets in the rear heating chamber are eliminated by 
the round air flues through the throat which draw a large portion 
of the air over the hottest surface (the lower rear sloping back wall 
where most heat is generated). This prevents deterioration of metal. 


MORE YEARS OF SERVICE, because: 


there are no exposed metal parts beneath the chimney to rust 
out. 


SUPERIORS are designed and manufactured by the pioneer of the 
industry and are proven by 25 years of usage. 


WRITE FOR COMPLETE INFORMATION TODAY 


and prepare to serve your customers who see our national adver- 
tising in leading home building magazines. 


SUPERIOR FIREPLACE CO. 


1708 E. 15th Street Los Angeles 21, Calif. 











Remove those lumber jams. From car-to-storage-to-user the Rapid-Wheel Conveyor line keeps lumber moving. 
Lumber on the move results in quicker turnover, faster deliveries and more satisfied customers. In the manufac- 
ture, storage and distribution of building materials, Rapid-Wheel Conveyor lines increase production and reduce 
handing costs. Time expended and labor costs in material handling add nothing to the quality of your product. 





Bundles of roofing rolling on Rapid-Wheel 
Conveyor from motor truck to storage. 
One man in the truck keeps two men 
busy at the other end of the line. 


Rapid-Wheel Gravity Conveyor being 
used to unload lumber from freight car 
to storage. 

Meat 





THE RAPIDS-STANDARD CO., INC. 


PEOPLES NAT'L BANK BLDG., 






RAPID-WHEEL GRAVITY CONVEYORS 


Rapid-Wheel Gravity Conveyor is the easy 
way ... it can be set up anywhere to convey 
lumber and building materials easily, effi- 
ciently and economically. Available in eight 
standard models, depending on width and 
number of wheels per foot. 


STEVEDORE, JR. POWER BELT CONVEYORS 


Stevedore, Jr. (portable power belt conveyor) 
saves valuable man-handling time in loading, 
unloading, stacking and elevating operations. 
It will lift a 225-pound distributed load at the 
rate of 50’ per minute. Easily rolled to the job, 
Stevedore, Jr. can be readily adjusted to meet 
varied operating conditions from 18” level to 
a delivery height of 72". Unit plugs in on any 
standard lighting circuit. 


For additional information on faster lumber 
handling write today for free Bulletins and 
Catalogs. 


DEPARTMENT SD 
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GRAND RAPIDS 2, MICH. 


; 1s : 4 Be BBR osc wai e 3 
Stevedore, Jr. being used in a stacking 
operation. Its use makes all available 
storage space easily accessible. 


Loading Masonite by Stevedore, Jr. power 
belt conveyor and Rapid-Wheel Conveyor 
from storage to waiting truck. 
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law went into effect. While these 
earlier houses will not be subjected 
to these exact inspections, the FHA 
is sending inspectors out to make 
spot checks; to see if ceiling prices 
and selling prices are substantially 
the same. 

The CPA curtailment of non- 
housing construction, mentioned 
above, is intended to channel more 
materials into the veterans’ hous- 
ing program. There will be some 
elasticity in the application of the 
order; but in general a nonhousing 
project, to be authorized, must be 
of a kind which will increase pro- 
duction of materials that are crit- 
ically scarce, or increase food pro- 
duction, or provide minimum com- 
munity facilities necessary to new 
residential areas that are being de- 
veloped as parts of the veterans’ 
housing program, or provide vet- 
erans’ educational facilities. Non- 
housing projects that can be proved 
to have no impact whatever upon 
the housing program, that use 
neither materials nor labor that 


could be utilized in the GI house 
construction, will be approved. The 
order restricting nonhousing ap- 
provals will be reviewed after about 
six weeks to see if it can be relaxed 
safely. 


AROUND THE CAPITAL 


Labor chaos not solved 

by passage of new laws 

The dramatic factors most to the 
fore have been and continue to be 
labor problems. Choose your own 
villain: labor leaders, Congress or 
the Administration. No matter how 
you cast the parts, the show is 
bound to go on. No “settlements” 
or “victories” can change immedi- 
ately the sober fact we’re in a chaos 
of change that runs deep and wide. 
For ten or fifteen years the ris- 
ing magnates of labor have been 
fighting for power, not only shorter 
hours and higher wages but the 
sheer national power of control. 
Most of these magnates, like John 
L. Lewis, have been loud in their 
defense of capitalist economy. All 
they’ve wanted was to share, by 
means of higher wages, in the sup- 
posedly swollen profits of the 
industrialists. So they said. Despite 
the verbal assaults upon manage- 


ment, these labor bosses knew they 
were the junior partners of indus- 
try and could get nowhere unless 
industry led off. 

Without making the story too 
long, these labor leaders have 
found, somewhat to their surprise, 
they held a power much greater 
than was needed to bargain over 
wages and hours. They held, for a 
time, the power to paralyze the na- 
tional economy. Maybe they still 
have it. 

Some unions are accused of 
wanting to modify the international 
balance, and not in favor of the 
United States. 

Don’t expect any immediate or 
smart settlement or the hasty pass- 
ing of a few laws to straighten out 
the current labor chaos. There’s 
nothing you’re going to do in your 
office or in your association these 
next few years of so much impor- 
tance as the business of under- 
standing and helping to straighten 
out this national and international 
pattern of life. 

Labor is only one factor. The 
development of grievance machin- 
ery within industry is of immediate 
importance. It’s getting little at- 
tention. The imminent fact of 
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@ The modern Rilco Machine Shed built with Rilco rafters, 
offers more usable room. Its interior is completely free of posts 
and braces thus giving full, unobstructed floor space. This makes 
it easier to move machinery with plenty of height for larger 


implements. 


The Rilco Machine Shed can serve many needs. It can be 
converted to housing for livestock or the storage of farm produce. 
There are no posts or braces to interfere with re-arrangement 


of the interior. 


All Rilco buildings, with their modern streamlined appearance 
are built with the famed Rilco Laminated Wood Rafter Arches 
which are engineered and factory built. They are delivered ready 


for erection. 


Rilco laminated rafter arches are the strongest known type of 
framing. They build stronger, sturdier, more wind-resistant 
structures. They are continuous members running from founda- 
tion to roof ridge, thus eliminating the joining of side wall to 
roof which is the weakest point of ordinary construction. Rilco 
rafters are securely anchored to sill with special Rilco angle 
irons, and joined at ridge with Rilco metal ridge plates. 

Feature Rilco laminated rafters. Write for details. Sell Rilco 
Laminated Arches in airplane hangars for increased yard profit. 


RILCO LAMINATED PRODUCTS, INC, 


A Weyerhaeuser Institution 


1680 First National Bank Building, 


Saint Paul 1, Minnesota 





June 8, 1946, AMERICAN LUMBERMAN 





eee rei racnsmeety 












































2w they 
| indus- 
Unless 


ry too 
} have 
Ir prise, 
rreater 
n over 
|, for a 
the na- 


y still 


ed of 
ational 
of the 


ate or 
y pass- 
en out 
There’s 
n your 

these 
impor- 
under- 
ighten 
ational 


The 
achin- 
lediate 
‘le at- 
ict of 

















TRINITY WHITE 


PORTLAND CEMENT 


a gleaming, sparkling white 


Recommend and sell 
Trinity White . . . for greater beauty 
... greater light reflection 


The uses of white cement are constantly increas- 
ing. It has always sold for its beauty in concrete 
products, terrazzo, cement paint, prepared stucco 
—and it always will. But its use as a means of 
improving lighting greatly expands the market. 
For example, white floors in many types of occu- 
pancy greatly improve the lighting. It has gained 
wide popularity for light-reflective traffic and 
safety signs and markers. It may be used in roof 
slabs and parapets to reflect natural light to in- 
teriors through sawtooth windows. 


Trinity White is a whiter white. It is a true port- 
land cement. Recom- 
mend and sell it. It is a 
better value for light re- 
flection and beauty. For 
complete information, 
write, wire, or phone 
Trinity Portland Cement 
Co., Republic Bank Bldg., 
Dallas, Texas, or 111 West 
Monroe Street, Chicago 1. 
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Look at Lo-“K” from both sides—what it does for your 
customer— what it does for you. 

For your customer, Lo-“K” insulates from 4% to 36% 
more efficiently (actual laboratory findings)... installs at 
a saving of 25% to 40% in time and labor (lightest weight 
insulation on the market) never sags or settles (expands 
with age to fill every crevice) . . . resists rot, vermin, 
moisture and fire for longer, more economical service. 

For you, Lo-“K” means QUICK TURNOVER because 
it’s easy to sell— MORE PROFIT because its featherweight 
flexibility handles more economically, requires far less 
warehouse and trucking space... EXTRA SALES because 
one Lo-““K” customer sells another ... NO TIME-OUT 
because Lo-“K”’ never harms or irritates the skin. 

Whether you are a lumber dealer or a contractor, Lo-““K” 
has every requisite to make you the leading insulation mer- 
chandiser in your community if you will take advantage of it. 


Send TODAY for full information. 







INSULATION 


A Product of 
LOCKPORT COTTON BATTING CO. 


Established 1870 LOCKPORT, NEW YORK 


! COTTON 


LOCKPORT COTTON BATTING COMPANY 
Dept. AL-6, Lockport, New York 


Gentlemen: Send me the facts about Lo-“K”’ Cotton Insulation for 
better building. 


O ARCHITECT O DEALER 
O CONTRACTOR OR BUILDER 


WASHINGTON 


inflation and its threatened de- 
struction of the markets upon 
which all the economy must depend 
is another. 


OPA'S FUTURE 
Price control thrown out 
by coal strike agreement 
Opinion around Washington is, 
regardless of what Congress may 
do about price control extension in 





the next few weeks, the pattern of 
price control has actually been re- 
pealed by events. The coal strike 
agreement pretty largely decided 
it. The belated OPA effort to take 
the heat off itself by a hurried re- 
laxing of bottle-neck price restric- 
tions has definitely come too late. 
No thoughtful business man de- 
fends the earlier stupid perform- 
ance of trying to hold down prices 
by forcing essential links in the 
chain of production and distribu- 
tion into bankruptcy. But, in an- 
other field, the agency was given 








quality of seasoning. 


Write today. 


Thompson Mahogany Co. Seasons 
Domestic & Imported Hardwoods 
In Moore Cross-Circulation Kiln 


At Moorefield, W. Va., Thompson Mahogany Co. 
is successfully drying walnut, mahogany, maple 
and other hardwoods, including some veneer, in the 
Moore Cross-Circulation Dryer shown above. 


Since installing this modern kiln, Thompson Ma- 
hogany Co. has been able to reduce cost of season- 
ing by heating kiln during daytime with exhaust 
steam, using live steam only at night. In addition, 
they have increased drying capacity and improved 


The Moore Cross-Circulation System which has 
proved a good paying investment for this 110-year- 
old firm will also prove a good investment for you. 





If you are interested in kiln drying MOORE DRY «LN COMPANY 


and wish to be placed on our mail- 
Largest Manufacturers ef Dry Kilns and Veneer Dryers 


ing list, send us your name and 
name of the firm with which you JACKSONVILLE 1, FLORIDA 
VANCOUVER, B. C. 


are connected. 


NORTH PORTLAND, ORE. 








MOORE J)RY KILNS 


a 
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an impossible job when it was or. 
dered to hold the line and at the 
same time to accept the broad jp. 
crease in industrial wages. 

The Scripps-Howard papers. 
whose Washington predictions have 
been notably accurate, say many 
key men in OPA will resign soon, 
Reason is their conviction there's 
little possibility of an extension of 
the law that will work. 

When Bowles quits, as he’s ex. 
pected to do in July, it’s likely eco. 
nomic stabilization will be trans. 
ferred to Mr. Snyder. Congress js 
considering the transfer of what- 
ever is left of price control to Civil- 
ian Production Administrtor Small, 
who is pledged to the elimination 
of existing controls and is opposed 
to the creation of any additional 
controls. 


SUBSIDIES 


Next listing expected to 
include roofing materials | 


There’s small chance additional } 
operating formulas and methods, } 
for the use of building material 
subsidies, will be announced for 
some weeks. It’s proving to be af 
more difficult administrative busi- 
ness than was expected. Of course J 
lumber production has been given ff 
subsidies for access roads in the 
national forests. The next subsi- 
dized materials are likely to be iron 
soil pipe, brick, roofing materials 
and the like. In addition to these f 
subsidies, there will be still more f 
price increases. Lumbermen sus- 
pect they received one of the worst 
job lots of price confusion to be 
handed out since V-J Day. Don 
Campbell, who doesn’t get the 
credit he deserves, has done much 
by his swift and quiet and in- 
formed action, to remove this price 
chaos. 

Mr. Wyatt still takes a dim view 








of uncontrolled lot prices. He asked 
for the right to set lot ceiling 
prices, but Congress refused to put 
it into the law. The NHA says in 
a period of six months the price of 
lots advanced by more than 60 per- 
cent. 

Prefabrication is said to be 
gathering speed. The prefabrica- 
tion industry may not produce so 
many houses this year; and estab- 
lished manufacturers will build 
most of them. But the statement is 
made that public resistance to this 
type of housing is beginning to 
yield and already new processes are 
cutting production costs by rather 
large percentages. Better watch it. 
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AVAILABLE 


Limited Number 
Distributor Franchises 


For PREFAB Homes 





CQUISITION of the Arthur A. Johnson-Bossert-Baily 
Mills at Patchogue, Long Island, New York, con- 
sisting of an 81/2 acre tract and 19 buildings with 
143,500 square feet of floor space, enables us to 
greatly expand our production of Cape Cod Prefabri- 
cated Homes, Log Cabins, Camp Cottages, Barracks, 
Tool Houses, Play Houses etc. 


The new facilities will expand the production of the 
four present manufacturing plants to a combined out- 
put of over 4,000 homes a year. 


We now have 58 established retail distributors repre- 
senting the company on an exclusive franchise basis 
at strategic points in the East. The Distributors Divi- 
sion will now be enhanced by the appointment of at 
least 50 additional retail distributors and dealers in 
territories not yet assigned. 


Each local distributor will have a trained sales force 
to provide veterans and other worthy families all 
possible assistance in obtaining suitable homes with- 
in their means, in compliance with government regu- 
lations as well as erection and installation of utilities. 


Lumber and building material dealers in- 
terested should contact us promptly regard- 
ing open local territories—and for full de- 
tails about our homes, exclusive franchise 
and excellent opportunities our program 
offers alert merchandisers. 


United States Prefab Corp. 


Affiliates: Adirondack Log Cabin Co.—Prefab Housing 
143 E. 45th Street, New York City 


Note: Manufacturers of lumber, millwork, plywood and various 
building products are invited to contact our Purchasing Depart- 
ment. We'll be buying regularly, on contract, large quantities 
of such materials. 








tech it. 
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Delivering zezvee¢cor to the Job 


IT’S WOLMANIZED LUMBER* 


This man’s house is going to last 
longer, because you've sold him 
Wolmanized Lumber for the places 
where dampness and termites make 
their attack. He'll appreciate your 
advice—will do business with you 
on all his lumber and building needs. 

Wolmanized Lumber is building 
good will for lumber dealers all over 
the country. Why? Because this lum- 
ber, impregnated by pressure-treat- 
ment with Wolman Salts* preserva- 
tive, is giving customers more years 
of service. 


Lumber with a Plus! 
Wolmanized Lumber gives the build- 


er all of wood's advantages . . . speed 
of erection, light weight, resilience, 
high insulating value, paintability, 
low first cost . . . plus long life. 





CREOSOTIN 










*Registered 


FLAMEPROOFING 
trademarks 








WOLMANIZING 





1646 McCORMICK BUILDING, CHICAGO 4, ILLINOIS 
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We Should Have Said "Glassless!" 


I DON’T KNOW who you are or 
where you have been for the 
last four or five years,” writes J. 
P. Austin, Seattle, Wash., to the 
Clinic. “If you have been in Oki- 
nawa I can understand. On page 
60 of the March 16 issue you tell 
about Sears-Roebuck’s plans for 
aoing away with show windows in 
their new stores. I thought this 
was a well marked trend for the 
last several years. Frank Cox, 
speaking of Main Street & Monkey 
Glands at Western Retailers con- 
vention showed slides of store after 
store that has complete glass front 
so that the entire room becomes 
the show window. Everything in 
stock is on display. As to working 
on Main Street, that is just where 
they have been working well for the 
past few years. The entire front 
is glass in many cases right down 
to within few inches of the side- 
walk so the whole store is one big 
show window and window shoppers 
can tell just about everything the 
store handles. The offices are of 
course partitioned off at the back.” 


* * * 


Reply to Mr. Austin 


PPARENTLY we did not make 

our point clear in commenting 
on the glassless trend in show win- 
dows or, to put it more correctly, 
the elimination of show windows 
completely. 

The full length glass window 
reaching to the floor of the store 
has been in use for several years. 
Recently it has increased in popu- 
larity due to the fact that a great 
many merchants prefer to have 
passers look inside their entire 
store rather than at a small amount 
of merchandise which may or may 
not look attractive in traditional 
show windows with backgrounds 
which shut off the view of the bal- 
ance of the store. 

But we were not referring to 
such fronts. What claimed our at- 
tention were the plans of glassless 
store fronts where shoppers must 
come inside in order to see what is 
going on. All the emphasis is put 
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on an inviting entrance. No win- 
dows to trim or glass to get dirty. 
Naturally, this type of front is 
not suited to Main street. Its use 
will no doubt be confined to sub- 
urban and highway stores of which 
there are many more to come. 


* * * 


An attractive front is just as im- 
portant to a store as it is to a young 
lady approaching the marriageable 
age. 





The store front argument con- 
tinues! See page 16 of the May 
25 issue for the letter which 
started this controversy — and 
the editors’ comments on _ it. 
Now, on this page, the Clinic dis- 
putes with both readers and edi- 
tors by advancing the discussion 
another step. .. Comments from 
readers are welcome. 











Regardless of the kind of business 
you’re in you’ve got to put up some 
kind of a front ... good, bad or in- 
different. 


* * * 


Daily Problem No. | 


PEAKING of show windows re- 

minds us of a survey we once 
made in connection with an article 
we were preparing on retailing. 

“What is your most annoying 
daily problem?” was one of the 
questions. 

“Show windows” topped the list. 

Hiring a competent window trim- 
mer was outside the means of all 
except the largest stores. Displays, 
therefore, were not attractive. 
Merchandise became soiled and had 
to be sold at reduced prices. Win- 
dows had to be washed daily. Under 
such circumstances show windows 
were actually a liability instead of 
an asset. Few paid dividends. 

For the vast majority of stores, 
show windows still are a headache 
... an unsolved problem. Look ’em 
over! How many of them make 
you stop, look, listen or remember 
the location? 

% *% *% 

Want to make a fortune? Trot out 
a really bright idea concerning a new 
and different kind of store front. 





"Trimless'' Store Windows 


HE FULL glass front elimi- 

nates the need for window 
trimmers, but it certainly steps up 
the need for window cleaners. 
Nothing is more uninviting than a 
broad expanse of shineless window 
glass . .. be it soiled by finger 
prints, fly specks, dust or what have 
you. Glass fronts should be washed 
and shined daily by some one who 
knows how. And that, kind friends, 
one and all, is a heck of a lot easier 
said than done. 

“Trimless windows” seem like a 
swell idea and really work out very 
well for retail establishments which 
boast of interiors that are attrac- 


tive enough to bear the inspection f 


of the passing throng. However, it 
has one major defect. 


entire store. 
thing! 
* * * 
Putting up a good front 
is profitable. 
* * * 


What If You're Not on Main Street? 


ELL, ONCE AGAIN, it all > 


depends. In such an _ event 
you have a wide variety of choices. 
Chances are you are not appealing 
to pedestrians, but to those who 
whiz by in automobiles. Eye appeal 
still counts, of course. It’s far 
easier and less expensive t_ create 
a favorable impression with a gen- 
eral effect than it is to try to do it 
via glass fronts and window dis- 
plays. We still insist show windows 
are a problem. 

* *% * 


How Much Should "Outsiders" See? 
UT THERE JIS still another 
factor to be reckoned with in 

connection with the full glass 

front. Assuming the store is worth 
looking into from the sidewalk the 
question soon arises as to whether 
people might not avoid stores that 
have few shoppers in them under 
the assumption they are unpopular. 

On the other hand, they may pass 

up stores that are crowded for fear 

they may not get waited on. The 
experts are still arguing about that 
one! 
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Instead of | 
merely trimming the windows it } 
now becomes necessary to trim the f 
And that is some > 
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"INDIAN FIRE PUMPS 


are the best fire tool Tee ORDER NOW! 












” = With hot weather 

: ahead you too will 
need INDIAN 
FIRE PUMPS to 
' protect property 


| ever used 








> and save lives. 





























Lumbermen 
equipped with 
these great porta- 
ble fire fighters are 
prepared to put 
out fires in woods, 


















































fires in mills and 
ards and building 
es before they 
spread. Easy pump- 
ing throws power- 
ful stream 40 to 50 
ft. or nozzle ad- 
justs to a= spray. 
Only clean water 
used. 















SEND FOR CATALOG 
which tells all about INDIAN 
FIRE PUMPS and gives tes- 
timonials from users all over 
the country. Write us today. 


Warden Hevey and his men are old hands at using INDIAN FIRE PUMPS for extinguishing 
the grass, brush and forest fires encountered in their section. They know how well they work 
and have confidence in them for all types of inside and outdoor alarms. 























— 7 
D. B. SMITH & CO., 412 Main St., Utica, N. Y. 
Pacific Coast Branches 
Hercules Equipment & Rubber Co. 435 Brannan St., San Francisco, Cal. 
Roy G. Davis Co. Carco-Conwhit Co. The Conwhit Co. Mill & Mine Supply 
617 E. Third St. 2005 S.E. 7th St. Klamath Falls 2700 4th Ave., 
Los Angeles 13, Cal. Portland 14, Oregon Oregon Seattle, Wash. 
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Genuine McDonough Carriage Dogs 


are made for long and efficient service. 
They have never been equalled for 
strength, toughness and wearing qual- 
ity. 


Forged from tool steel, specially tem- 
pered and carefully finished, they will 
last longer than any other. 


McDonough dogs are ground to con- 
form to the original templates, assuring 
correct tooth design and maximum log 
holding capacity. Insist on the mark 
“GENUINE McDONOUGH.” 


McDonough 


Manufacturing Co. 
INCORPORATED 1888 


Eau Claire, Wis. 





MANUFACTURERS OF BAND RESAWS, LUMBER MARKERS AND SAWMILL MACHINERY 

















GALES ANS - LMERATORE 


New Chime Unit 


A new unit package consisting of 
a two-tone chimes, mail chute and 
mirrored reflecting house numbers 





requires no wiring of any nature 
as the chimes are mechanical. It is 
designed primarily for the small 





home and one story buildings. It 
can be installed in presently built 
houses as well as new homes. De- 
liveries can be made now to dealers 
who wish to add this item to their 
over-counter products. For further 
details write Lumber Buyers Ex- 
change, 1151 S. Broadway, Los 
Angeles 15, California. 


Modern Display Rooms 


To aid the building material 
dealer in becoming the building 
headquarters for his community, 
Johns-Manville has published a 
book of display room suggestions. 
Included are the results of a survey 
on the types of improvements home 
owners are planning to make with 
suggestions on how to display the 
materials needed for these improve- 
ments! There are also displays for 
bathrooms, extra rooms, new roofs, 





outside walls, new homes, farm 
buildings, ways of using small 
corners for compact display, diree- 
tions for constructing wing panels, 
layouts of full room displays, and 
information on where to go for 
display room accessories. For 
further information about _ this 
booklet write Sales Promotion de- 
partment, Johns-Manville, 22 Rf, 
40th Street, New York, N. Y. 


Aluminum Roof Paint 


A new aluminum roof paint 
which forms a reflecting, protec- 
tive covering over a structure, pro- 
viding longer life for the surface 
and reducing inside temperatures 
has been announced. The bright- 
ness, or reflectivity, of this alumi- 


num shield is said to reflect 80 per- 
cent of the destructive rays of the f 


sun, and the interior space beneath 





Manufacturers 


“John Day” 
Ponderosa Pine 


Since 1889 


Pine Sales, Baker, Ore. 
Fir Sales, Dee, Ore. 
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America’s finest non-yel- 
lowing white enamel... 
first choice in any dealer's 
stock ... and one of the 
eleven famous All-Stars 
on O’Brien’s “First Team.” 


O’BRIEN VARNISH COMPANY 
SOUTH BEND 21, INDIANA 


PAINTS 


ee 








*& oW% FINE FINISHES SINCE 1875 ye x 
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the roof is insulated against the 
suns heat and the inside tempera- 
ture is said to be reduced by as 
much as 15 degrees in the summer. 
It is suitable for use on smooth or 
slate roll roofing, asphalt, built 
up, slag or metal roofs. It is also 
made for outside metal work such 
as tanks, flashings, iron fences, 
ete. It is packaged ready to use in 
quart, gallon and five-gallon con- 


five brushes up to four inches wide. 
Keepkan liquid refills are available 
separately. For further details 
write the Howe company, Stony 
Creek, Conn. 


Plastic-Coated Wallpapers 


Included in its completely new 
line of Wallpapers, United Wall- 
paper is offering a new plastic- 
coated series of wallpapers. The 
plastic coating combines with the 
plastic content of the surface of 
the wallpaper, thus eliminating the 





possibility of cracking, peeling off 
or distorting of the coating. With 
this protective coating the colors 
are said to remain clear in tone, 
retaining their original fidelity, and 
the paper can be washed many 
times. Single rolls are 24 feet long 
and 18 inches wide. Another line 
to be introduced later this year is 
the Salon series of exclusive crea- 
tions, containing more than 400 
styles expressing the latest ideas 
in wallpaper design and _ color- 
ing. Almost any known type of dirt 





tainers. It requires no thinner or 
mixing and may be applied with a 
paint brush or spray gun. For 
further information write United 
Gilsonite laboratories, Scranton 1, 
Penn. 


Paint Brush Cleaner 


Returning to the market is the 
Keepkan automatic paint brush 
cleaner. The patented brushhanger, 
cleaning liquid and container are 
sold as a complete unit for clean- 
ing the brush before the paint hard- 
ens. The wet brush is inserted in 
the brushhanger, which suspends 








the bristles in the liquid, allowing 
all of the pigment to be drained out. 
Brushes used in different colors of 
paint may be cleaned at the same 
time and in the same can. Evapor- 
ation of liquid has been retarded, 
and it may be used over and over 
again. Two sizes are available— 
the household size which holds four 
brushes up to three inches wide 
and the industrial size which holds 
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SILVER LAKE SASH CORD 


DEPENDABLE QUALITY 


li 


PACKED IN CARTON 


SILVER LAKE 


SQUID BRAIDED” 


SASHCORD 


Seoaearee ene 


LOWER PRICED GRADES: EDDYSTONE -PELHAM-NUCORD : BENGAL 


SILVER LAKE CO. 


MILLS-CHATTAHOOCHEE, GA. SALES--99 CHAUNCY ST., BOSTON 





e 86-lb. Drum Type SKiLSANDER... 
anybody can use it successfully 
with only brief verbal instruction... 
complete instructions on perma- 
nently attached plate. Has automatic 
drum lift which raises and lowers 
drum at wall... more exclusive 
features than any other rental 
type floor sander. 


» 


SKILSAW, INC., 5033-43 Elston Ave., 
Chicago 30, Ill. 
Factory Branches in All Principal Cities 


ELECTRIC 








Suu Swear 


e. 


Sui Nessie 


S PORTABLE 
og Fs 


SxuSaws 





e Edger Type SkiLSANDER... TWO 
motors, one for sanding disc... 
second motor for dustless vacuum 
system...no wrench needed for 
changing paper... adjustable 
casters...finest construction 
in every detail! Send today 

for FREE Rental Manual! £ 
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or stain can be removed by wash- 
ing with soap and water United’s 
other new products — Varlar, 
described as a stainproof wall cover- 
ing. Resins are fused on paper or 
cloth which can easily be applied 
to walls and ceilings. It is said to 
be grease and mildew proof, vermin- 
resistant, light-fast, colorfast and 
odorless; fire resistant and un- 
harmed by salt spray. A complete 
line of designs and flat pastel colors 
will be offered. For further in- 
formation about these new products 
write United Wallpaper, Inc., Mer- 
chandise Mart, Chicago, III. 


Shelter Industries Home 


A completely equipped, expand- 
able, factory-fabricated house, mak- 
ing use of new advances in materials 
and design has been introduced by 
the Shelter Industries. The two- 
bedroom house is of permanent con- 
struction designed to meet all FHA 
space and structural requirements. 
The basic unit consists of living 
room, two bedrooms, bath and din- 


ette-kitchen. It is designed for easy 
expansion by the addition of a third 
bedroom and dining alcove. The 
completed home includes a choice 
of gas or oil circulating warm air 
furnace, gas or electric hot water 
heater, all plumbing, tub-shower 





bath combination, with all other 


bathroom fixtures, and complete 
kitchen equipment, including sink, 
cabinets, electric refrigerator and 
gas or electric range, all contained 
in the Ingersoll utility unit. 

The house makes use of the most 
modern type of factory-fabricated, 
stressed-skin plywood panel — for 
floor, exterior and interior walls 
and roof. A choice of floors pro- 
vides either a six-inch smooth ply- 


wood panel or the use of pre-built 
cement. The house offers such items 
as an asymmetrical low pitch ridge 
roof with gable ends, a large living 
room picture window, a sloping 
ceiling in the living room, adapta- 
bility for expansion. The three- 
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J. W. Wells Lumber Co. 


Montgomery I, Alabama 


Manufacturers 


Southern Hardwoods and Pine 








have you. 








FOR SALE 


Ponderosa Pine 
Wholesale Ceiling Prices. Car Lots--Direct Shipment. 


In exchange for any of the following woods: 


Maple, Birch, Oak, Beech, Ash, Gum, Walnut, 
Poplar, Magnolia, Pecan, Hickory, or what 


To be bought on same basis. 


Penberthy Lumber Co. 


5800 S. Boyle Ave. 


Los Angeles 11, Calif. 





















Are Easy to Sell 


Record wartime farm production makes 
additional farm buildings essential. Right 
now, farmers are excellent prospects for 
granaries and other farm buildings. Dierks’ 
big 68-page book, ‘Modern Farm Build- 
ings,’’ contains 41 plans, ready to sell. Mail 





MES | a 2 MoCo 


Right Out of This Big 


FARM BOOK 


we 





DOUGLAS FIR 
at Its Best 





the coupon today for your sample copy. 


f = 


ma Mh 
ea 
Dierks Building Kansas City, Mo. ’ 
i ed ay as Ke a4 
lenclese 10c for my sample copy of “Modern Farm Buildings.” 


OREGON - AMERICAN 
Lumber Corp. 


Vernonia, Oregon 


i 350,000 Feet Daily 
Firm Name 
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For Sale -- 


WOOD FLOUR 


In carload lots — bulk or bagged — from 
our semi-dimension plant at Memphis. 
Produced from kiln-dried soft southern 
hardwood sawdust and shavings, mostly 
Cottonwood, Poplar, Magnolia. Latest 
manufacturing equipment. An excellent 
quality product. 


Wanted to Buy — 


4/4 Common & Better 
Soft Southern Hardwoods 


Advise immediate offerings; also interested in stock 
you will have available later. 


Carlton Smith 


Lumber-Dimension 


BEARDEN, ARKANSAS 














Cut Your Handling Costs! 


: 4 Use KRANE KAR around the 
: clock—for storing, stacking, 






feeding the mills, servicing 
kilns, loading freight cars, 
trucks or barges. 


KRANE KAR handles lumber, 
sand, gravel, cement blocks, 
palletized loads of brick, 
pipe, lime, coal, clay products 
— everything! 


KRANE KAR lifts, transports and spots loads of any size 
or shape up to 10 tons—inside your warehouse, in your 
yard, to and from loading platforms or railway cars. 
KRANE KAR means more production, more truck deliv- 
eries, more profits. Our materials handling expert will 
tell you how KRANE KAR quickly pays for itself! 

Send for Our New Catalog No. 58 





THE ORIGINAL SWING BOOM MOBILE CRANE 
WITH FRONT-WHEEL DRIVE AND REAR-WHEEL STEER 


KKORAUYE JKCAUR 


SILENT HOIST & CRANE CO., 860 63rd ST., BKLYN 20, N.Y. 
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ptecuracy pays off 
know it takes 


Top-flight golfers 
smooth, flawless, uniform performance 
to keep scores low and praises high. 





Smooth, uniform lumber also is a re- 
sult of accuracy—the kind of lumber 
so much in demand. True-cut, Corley- 
cut lumber saves man hours, cuts costs 
for the mill operator, builds profits 
for the concentration yard man. 





Keep your costs low, your 
reputation high. Insist on 
precision-cut lumber—cut 
with a Corley. 
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“Branches: Little Rock, Ark..e Portland, Ore. « Seattle, Wash. 
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ALL ABOUT FENCES 


and how to build them with Western 
Pines is described in this booklet 








A FREE COPY IS YOURS FOR THE 
ASKING. Now is the time to order it so 
you can have it on hand for your customers 
to read. It’s a great sales-builder of fence- 
building material. Ask for booklet No. 408. 
Address — 


WESTERN PINE ASSOCIATION 


Dept. 6-D * Yeon Building ¢ Portland 4, Oregon 


*Idaho White Pine *Ponderosa Pine *Sugar Pine 
*THESE ARE THE WESTERN PINES 
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\ Manufacturers: Circular Sawmills, Edgers, Trimmers; and Accessory Equipment 
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foot hanging eave on the terrace 
side of the house comes equipped 
with pipe fittings for the addition 
of an awning to cover an outdoor 
terrace. Every room has cross ven- 
tilation and inside screens are pro- 
vided. There are 35 square feet of 
efficiently arranged closet space, 
with five clothes closets, a linen 
closet and a kitchen-storage utility 
closet as well as 27 square feet of 
shelf space in the kitchen. 

Sales will be handled by repre- 
sentatives of Shelter Industries in 
non-competitive territories. They 
will provide arrangements to sell, 
deliver and erect the homes at an 
overall price, leaving only the land 
to be purchased separately by the 
buyer. The company has stated 
these territories are available to 
retail building material dealers 
who will consider the dealership 
as a permanent plan. For further 
information about this house write 
Shelter Industries Inc., Interna- 
tional building, Rockefeller Center, 
New York 20, N. Y. 


Transparent Waterproofing 


A new transparent waterproofing 
with a money-back guarantee in- 
sured for five years has been an- 
nounced. The product, known as 
Hydrozo, has been in use on a 
limited scale and is now ready for 
nation-wide distribution. -Hydrozo 





is said to penetrate completely, so 
when brushed or sprayed on it 
thoroughly and permanently water- 
proofs concrete, brick, stone, tile, 
stucco, wood and many other types 
of surfaces, making them free from 


dampness, seepage, deterioration, 


alkali, efflorescence or acid. The 
entire surface being treated should 
be completely saturated with two 
coats, applied not less than 24 hours 
apart. Each gallon covers from 
one hundred to two hundred square 
feet or more of surface with two 
coats. It comes in a colorless form 
but can be used as a waterproof 
masonry paint by adding to it equal 
parts of Lithozinc paste. When 
color is wanted, paste colors may 
be added to this mixture. Sales 
promotion plans include a kit con- 
taining newspaper advertisements, 
radio spot announcements, direct- 
mail and publicity for use by deal- 
ers a counter card, wallhanger, 
catalogue sheet, a consumer folder, 
instruction sheets, window displays 
and point of sale promotional 
pieces. For additional information 
write National Hydrozo company, 
Cleveland 3. 


Insulite Siding 


A new Insulite product for ex- 
terior use in remodeling and resur- 
facing homes and other structures 
is announced. This new product, 
Insulite siding, is made with % 
inch Insulite graylite board as the 
base, embodying insulating and 











Thurston-Flavelle 


Manufacturers of Red Cedar Lumber and Shingles 


Port Moody, B. C. Canada 


The Brand to Rely on for Quality Products 


Limited 











Selects 
Shop Lumber 
Pattern Lumber 

Mouldings 
Common Boards 
Dimension 


Planing Mill 
Box Factory 
Moulding Factory 


Member of 
Western Pine Assn. 
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“QUALITY” 





Quincy, California 
Sloat, California oO. C. Morris, Sales Mgr. 


CALIFORNIA 


Sugar Pine -« Ponderosa 
Quiney Lumber Company, Inc. 


Quincy, California 


Mills at Sales Office 


Quincy, California 
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TARTER, WEBSTER & JOHNSON, INC. 


No. 1 Montgomery St., San Francisco 


Manufacturers of 


Ponderosa Pine, Sugar Pine, White Fir, Incense Cedar 
Lumber, Mouldings, Cut Stock 


e P.O. Box 1731, Stockton, Calif. 











PREFABRICATED HOMES 


Limited 
Current 
Supply 
—Expansion 
planned 
soon, 








SIZES: 3 to 6 ROOMS 


Construction: Floor, sides, gables and roof in 
panels. Exterior doors and windows factory assem- 
bled into panels. Ceiling and interior partition pre- 
cut for site assembly. Interior doors and necessary 
closet doors included. Interior lining and insulation 
supplied as extras if desired. 


Send for specifications and 
price list. 


United Housing Products Co., Inc. 


310-20 Richardson St.. Brooklyn 22, N. Y. 








Sell BILCO 


BULKHEAD DOORS 


Permanent, Fireproor 


CELLAR EXIT AND ENTRANCE 


Copper Steel Doors that 
give a lifetime of satis- 
faction. Will not knock 
or blow shut. Attrac- 
tive, neat and strong. 














Made in three standard 
sizes. Also in special sizes. 
Easily and quickly installed. 
Bolt securely. Always op- 
erate smoothly. Fireproof. 








COMPLETE 
Bulkhead Doors 
Packaged for 
Shipment 





BILCO MFG. CO., i183 Hallock Ave. 


Write for Folder 


DEALERS 
WANTED 


Sidewalk Doors °® Steel Roof Scuttles 








SELLING THE PRODUCTS OF 


*THE McCLOUD RIVER LUMBER 
COMPANY 
McCloud, Calif. 


*THE SHEVLIN-HIXON COMPANY 


Bend, Oregon 


*“Member of the Western Pine Associa- 
tion, Portland, Oregon. 











NEW YORK 
1604 Graybar Bldg. 
Mohawk 4-9117 


SF, re Poa Uoodoorh 





DISTRIBUTORS OF 


SHEVLN PINE 


Reg. U. S. Pat. Off. 
EXECUTIVE OFFICE 
900 First National Soo Line Building 


MINNEAPOLIS, MINNESOTA 
DISTRICT SALES OFFICES: 





SPECIES 


PONDEROSA PINE 
(PINUS PONDEROSA) 


SUGAR (Genuine White) PINE b 
(PINUS LAMBERFIANA} JE! 











SAN FRANCISCO 
1030 Manadnock Bidg. 
Exbrook :7041:.. 


CHICAGO 
1863 LaSalle-Wacker Bldg. 
Telephone Central 9182 
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Ly’ ay LEN ALS ‘ 
NATIONALLY ADVERTISED 
AROMATIC RED CEDAR 


CLOSET LINING LUMBER 


Packaged and Sealed 


GUARANTEED 
90% Red Heart 
or Better 








Currently pro- 
duction problems 
prevent our immediate 
return to full scale operations 

but we can see an improvement in 
the near future—and we hope soon for 
a quick return to our prewar service on 
all shipments. 








PRODUCT OF 


Geo. C. BROWN & Co. 


GREENSBORO, NORTH CAROLINA 


LARGEST MANUFACTURERS OF 
AROMATIC RED CEDAR IN THE WORLD 





| REDRAWN 
| AT SMALL 
COST 





When your customer 
says, "Il like that plan, 
but I'd like some changes 
made," send it to Lum- 
berman's Plan Service. 
Use our personalized plan 
service—on homes shown 
in American Lumberman 
—to increase your busi- 
ness and profits. Com- 
plete plans $20.00. (3 
sets of prints.) Quick 
service. Terms cash with 
order. 


Lumberman’s Plan Service 


Personalized Redrafting of Small 
House Plans 
120 MACHIN STREET 
PEORIA &, ILLINOIS 
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strength qualities and will be avail- 
able in red, a white blend in brick 
designs and a gray blend in stone 
designs. For further information 
write Minnesota and Ontario Pa- 
per company, 500 Baker Arcade 
building, Minneapolis 2. 


Plastic Flashlight 


The right angle, unbreakable 
plastic flashlight that was a stand- 
ard piece of equipment in the 
armed forces, is now ready for dis- 
play as over-counter merchandise 
in building material stores. As a 





part of a nation-wide point-of-sale 
promotional program, a small, color- 
ful display has been prepared for 
mounting the flashlight. Features 
of the flashlight are unbreakable, 
colored plastic case, a 3-way posi- 
tive switch, a shatter-proof plastic 
lens, and a pre-focused light which 
gives a concentrated beam of light. 
Dealers wishing complete details 
on this sales display and the mer- 
chandising program may write 
Gits Moulding corporation, 4600 
W. Huron street, Chicago 44, IIl. 


Dial-Ese Faucets 


Ease of operation in the new 
Dial-Ese faucets is achieved by the 
use of water pressure as an aid in 
shutting off the faucet. Shut-off of 
the valve mechanism in the same 
direction as water flow allows the 
water pressure to aid in closing the 
valve. The stem packing is placed 
between the threads and the cham- 
ber through which the water flows 
instead of at a point above the 
threads. This prevents the lubri- 
cation from washing away and also 
eliminates the possibility of liming 
and corrosion of the stem threads 
from water action. The Dial-Ese 
cartridge control is standard for all 





Knudson & Mercer Lumber Co. 
Purveyors to 
Accredited Retail Lumbe: Dealers 
for 51 years 
LUMBER FROM SOUTH, WEST, NORTH 


Sash & Doors, Wallboards and Most 
Standard Specialties 


28 E. Jackson Bivd., Chicago 4, tll. 











JAMES W. SEWALL 


Consulting Forester 


JAMES W. SEWALL 
Old Town, Maine 
Established 1910 


PHILLIPS & BENNE 
Ruttan Block, 
Port Arthur, Ontario 





R 





WANTED 


WARREN ROSS LUMBER ‘Co. 
Falconer, N. Y. 


CHERRY—4/4, 5/4, 6/4 & 8/4, #2 Com&Btr wr 


td 
] 
ge 


Birch - 4/4, 5/4, 6/4 & 8/4, #2 Com. 3 
a pa - 4/4, 5/4, 6/4 & 8/4, 22 Com. & Btr. 
- 4/4, 5/4, 6/4 & 8/4, yl & Btr. 

Maple - 4/4, 5/4, 6/4 & 8/4, Com. & Btr. 
i. Maple - 4/4, — & 8/4, 4 yong : Btr. 
Beech -44, — 2 Com Br. 








PORTLAND, OREGON 


TIMBERS F ‘ R FACTORY 
YARD STOCK CLEARS 
SPRUCE, HEMLOCK, CEDAR, PINE 


Established 1912 


SULLIVAN LUMBER CO. 





Send Us Your Worn Out Inserted Tooth Saw 


ut it down a little and insert one of 


es—B or F or 3 or 2!'2, 


)ur running conditions. 
e new in about 10 days. All 


ircular aw repdairnng 


J. H. MINER SAW MFG. CO., Meridian. Mississipot 


kinds of 








Since 1922 


THE THE DAD & LAD & 
MANUFACTURERS 
Asphalt and Asbestos Roofing 
Cements, Paints and Compounds 
Factory and Executive Offices 
NEW LENOX, ILLINOIS 








WHITE PINE l(daho--Ponderesa- 
California White 
Also and Sugar Pine 


Fir Wallbeard Watt Coast Products 
William Schuette Cempany 


New York 
Office—41 East 42d St. 





PITTSBURGH, PA. 








— 


CORINTH * "co. 


CORINTH, MISS. 


Sawmills, Edgers 
Smooth End Trimmers 
Mill Supplies 
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Electronte 


MOISTURE 
REGISTER 


win TEL K-2 ELECTRODE 


Tests flat, irregular and curved surfaced 








materials in 3 seconds or less 


Here is the all-purpose moisture testing instrument you have 
been waiting for. 

Each button of the electrode is individually spring-cushioned 
to allow maintenance of contact regardless of contour — no 
points to break off or injure surface It is completely portable, 
and can be operated by anyone. 

The same exacting scientific research and precise engineering 
development that have made L-2 (lumber) and V-2 (veneer) 
models of Moisture Register the standard in their fields make 
the new model K-2 an accurate, dependable addition to this 
famous line. Write today for complete information, specify- 





ing type of material and per cent range 
of moisture content you wish to test.— 
Moisture Register Co., Dept. A, 133 North 
Garfield Avenue, Alhambra, California. 


Direct yeading 
dial shows mois- 
ture content of: 


Paper in Stacks 
or Rolls 
Cloth in Bolts 


Plaster FLEL? 

















~~ cTUR 


other materials 
Standard tr 
MOISTURE restInG FOR ALL INDUSTRIES 























STOP End Checking!!! 


No. 464-A Lumber sealing compound is a specially 
developed “end coating” that produces amazing 
results. 


Not a “lead and oil” paint but a new product de- 
signed to do a particular job. 


Can be applied with spray gun designed for heavy 
bodied materials or by brush. Color is black. 


Any mill, lumber dealer or manufacturer who stores 
lumber can effect very substantial savings. 


Reports have been received that use of the com- 
pound has resulted in savings amounting to thou- 
sands of dollars worth of lumber previously lost due 
o “end checking.” 


No. 464-A Lumber sealing compound is reasonably 
priced as follows: 


$1.50 PER GALLON IN 55 GALLON NON-RE- 
TURNABLE DRUMS 


$1.60 PER GALLON IN 5 GALLON CONTAINERS 
F.O.B. AKRON, OHIO 


the Akron Paint and Varnish Company 


AKRON 1, OHIO 
EST. 1878 














Meets the demands of experienced operators for 
efficient, accurate production at low cost. Solve 
your increased output requirements with an Enter- 
prise. Send details of your set-up for our recom- 
mendations and prices. 





Quality—built to tried and proven prin- 
ciples of design and construction for 
profitable operation. 























roere ats ~ Pax To? 
A. D. CHAPMAN & COMPANY, INC. 


CHICAGO e@ /AEMPHIS @¢ NEW ORLEANS ¢ NEW YORK e PORFLAIND 
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RUBBER PARTS 


—For ALL Woodworking Machinery — 
Yates, Fay & Egan, Smith and Solem Ma- 
chine Rubber Parts. 
Double-End Tenor Rubber Blocks. 
Band Saw Tires—Belt Sander Tires. 
Pneumatic Drum Sander Tubes Replaced. 
‘Mallets—Tack and Screw Bumpers. 


Write for Special Wood Industries Rubber Catalog 
BROADWAY RUBBER MFG. CO. 


“The Rubber House of the Americas” 
529 E. BROADWAY — LOUISVILLE 2, KY. 

















WHAT’S NEW? 





faucets, which means only one type 
of cartridge has to be kept in stock. 
The units have plastic handles and 
base coverings, in pearl gray, 
which insulates against being hot 
to the touch. Acids or medicines 
will not affect the surface and high 
temperatures will not cause distor- 
tion. For further information 
write Crane company, 836 S. Michi- 
gan avenue, Chicago 5. 


Better Sales Letters 


For the use of its building supply 
dealers, the Barrett division, Allied 
Chemical & Dye corporation, has 
just released Better Letters, an 80- 
page book of sales letters and how 
to write them. Called a_ short 
course in sales letter preparation, 
the book details the particular per- 
sonal advantages of letters as con- 
trasted with general printed direct- 
mail advertising, and advocates 
greater use of sales letter cam- 
paigns as effective means of sell- 
ing roofing, siding and insulation. 
Included are a section explaining 
the selling power of letters; a chap- 
ter devoted to 13 tips on how to 
write good selling letters; advice on 
the best methods of quantity letter 
reproduction, and 65 sample letters. 
The last section contains postal 
regulations for all mail categories 
likely to be used by advertisers for 
sending letters, folders, cards or 


books with postal rates and restric- 
tions. For further information 
about this book write the Barrett 
division, Allied Chemical & Dye 
corporation, 40 Rector street, New 
York 6, N. Y. 


Roller Gravity Conveyor 


Designed to fill the need for a 
medium-duty classification stand- 
ardized conveyor, the new Rapid- 
Roller conveyor solves handling 
problems which arise when mate- 
rials with insufficient flat area 
cannot be moved by wheel-type 





gravity conveyors. Various types 
of irregular surfaced materials 
such as cartons, crates, boxes 
or long and narrow pieces of light 
lumber can move swiftly along 
production lines. Slightly declined 
sections of the conveyor will carry 
objects which are heavy enough 
to move along the rollers of their 
own weight, while level lines can 
be used for storage or to facilitate 
movement of merchandise by a 
slight manual push. Two standard 


frame lengths of five and ten feet 
in two standard widths of 12 and 
18 inches are being made. Further 
detailed literature and other in- 
formation on the new conveyor may 
be had by writing Rapids-Standard 
company, 342 People Bank building, 
Grand Rapids 2, Mich. 


New Floor Seal 


The O’Brien Varnish company 
has issued an informative circular 
describing its new heavy duty pene- 
trating, floor seal. This new floor 
finish, made with patened ther- 
molyzed oils, may be used on any 
type wood floors in homes or com- 
mercial buildings. It can be ap- 
plied with either brush, mop or 
waste and under normal conditions 
dries in one hour. Because it is 
in the wood, it is said it won’t chip 
off and is highly resistant to heavy 
foot traffic. A copy of this circu- 
lar describing this floor seal may 
be had by writing the O’Brien Var- 
nish company, 101 N. Johnson 
street, South Bend 21, Ind. 


Power Feed Edger 


Designed especially for high- 
speed, efficient edging or re-sawing, 
a new multiple-blade power feed 
edger has just been announced. The 
new unit is equipped with multiple 
24 to 26 inch blades and a positive 
power feed. A three-speed trans- 
mission provides feeds of 60, 80 
or 120 feet per minute. Feed can 
be changed or stopped instantly 
while the saw is operating. Full- 
width idler rolls on each end of the 











LET'S GIVE THE CARPENTER A BREAK. 





BIG SPRING SELLER for 


Start res money now—with every spring 
rain. Literally hundreds of homes and other 
buildings develop basement floor and wall 
leaks every time it rains» Get this folder— 
today — on 














Waterproofing 
Cellars 





No. VVV 
CEMENT 
Waterproofing 
= | 








f Successfully used 
/ for the past SS yoere 
on thousands of jobs 
— cellars, cisterns, 
reservoirs, dams, 
tanks, silos, tunnels, 


Ask about the complete line of 
Ranetite Waterproofing compounds. 


RANETITE MANUFACTURING CO. 


1917 S. BROADWAY ST LOUIS 4, MO. and below grade. 





Mr. Dealer: Here is your opportunity to help the Contractor save labor 
costs in framing his complicated roofs. Just show him our vest pocket 
an LENGTHS book and you have indeed made yourself ANOTHER 


Any one can frame a hip, valley, dormer roof in a few minutes if he has 
BUILDERS’ TOPICS RAFTER LENGTHS BOOK. The book is a ROOFERS 
ACTUARY giving cone, level, plumb and side cuts for all rafters for 
any even pitched roof. Widths or span from 1’’ wide to 40’. 14 standard 
aa from Vg to 5f to choose from. Lengths are figured to closest 
/\6"', angles to closest 1g degree. Gives.cuts to be used on the square 
as well as degrees to be used with radial saws. All the carpenter need 
do is to open the book to his pitch page and there in large print he 
finds his lengths—Side cuts—level and plumb cuts for all his rafters. 
Thus he can pre-fabricate his roof on the foe. no scribing or guess 
necessary—This book is a natural and will be appreciated by Carpen- 
ters and Estimators in your territory. Write today for dealers’ discounts. 


SAMPLE COPIES $1.00 EACH. 
Builders’ Topics Dept. A-L 
310 Medical Arts Building 1117—2nd Ave., Seattle, Washington 
WE are the original teachers of the Framing square in five easy lessons 
by mail. 

















| SPRINGSTON, IDAHO 
}. Idaho White Pine 
Douglas Fir 


RUSSELL & PUGH LUMBER CO. 






Ponderosa Pine 
White Fir Cedar 











BOOKS THAT WILL INCREASE YOUR PROFITS 


AMERICAN LUMBERMAN can fill your needs for practically 
any book on any subject pertaining to Mill Work—Calculat- 
ing footage & prices—Wood Identification—Estimating—Con- 
struction, Etc. 

WRITE FOR COMPLETE CATALOG 


AMERICAN LUMBERMAN, 139 N. Clark St., Chicago 
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table facilitate handling. Standard 
finger plate and mandrel spaces ac- 
commodate 1, 2, 4, 6, 8, 10 and 12 
inch cuts. Plate and spacers for 
other dimensions can be supplied. 
Full information can be obtained 
by writing to Equipment Sales 
company, 306 18th Street, Oakland 
12, Calif. 


New Majestic Catalog 


In a handy pocket size, the new 
Majestic catalog contains only those 
building items which are available 
to dealers at the present. Realizing 
the difficulties which arise from the 
listing of items which are not al- 
ways available, Majestic has pub- 
lished in this catalog items which 
are now or are soon to be available. 
Included are circulator fireplaces, 
grills, dampers, clean-out doors, in- 
cinerators, coal chutes, ventilators 
and other fireplace units. To obtain 
this catalog write the Majestic 
company, Huntington, Ind. 



























(HERE'S WHAT ) 
FOLKS NEED 


to repair walls, floors, 
furniture, woodwork or 
plaster. This plastic 
repair material comes 
in powder form... just 
mix with water and 
use. Will not shrink. 
Sticks and stays put. 


WILL NOT SHRINK 


STICKS AND STAYS pil 
Tl 


| 








Your jobber 
can give im- 
mediate deliv- 
ery on Durham’s 
Rock-Hard Water Putty. 
Packed twelve 1-lb. cans 
or four 4-Ib. cans to case. 
Also available in 25, 50 
and 100-lb. drums for 
large industrial users, 


in POWDER Form 





For Sale-- OAK THRESHOLDS 


1500 clear-faced oak saddles, 5°’ x 
41/."" for 2’ 3’ doors. Will send detail 
upon request. Any reasonable offer 
will be considered. 


WALSH CONSTRUCTION CO. 


P. O. Box 1220 SALISBURY. N. C. 














Manufact 
Sea atte 


Members 
s. P. 1. B. 


hid LA GRANGE, GA. 
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New Mitre Box 

The Superior mitre box, a 
Youngstown product, is designed 
primarily for the mechanic to carry 
on every job. It provides fast and 
easy cutting and mitering of all 
types of metal trim, and its many 
uses include notching flanges, cut- 
ting angles and straight cutoff 
work. The entire box is cadmium 
plated, and the side plates are case- 
hardened steel. Any standard hack 
saw frame and blade can be used. 
This item is now available for 
prompt delivery. For further in- 
formation write to Youngstown 
Manufacturing, Inc., 66 S. Prospect 
Street, Youngstown, Ohio. 


Dealer-Builder 
(Continued from Page 59) 


a frontage of 170 feet and will ex- 
tend to trackage 400 feet to the 
rear, all to be enclosed because of 
the heavy snows which occur pe- 
riodically in that area during win- 
ter months. The new lumber sheds 
will be high enough to permit 
trackage to enter them so boxcars 
can be unloaded under cover direct- 
ly into lumber bins and into the 
warehouse. When the new prem- 
ises are completed the old site will 
be abandoned entirely. 

Mr. Boyd is planning to expand 
the number of lines and items car- 
ried in stock. Just recently he be- 
gan the sale of Quonset huts in that 
area and intends to acquire other 
steel buildings to round out that 
line. Expansion of lines means ex- 
pansion in employment and with 
his present departmentalized setup, 
with experienced men in key posi- 
tions, Mr. Boyd is confident he can 
develop an organization that will 
give him a minimum of work and 
concern in his capacity as head of 
the company. In addition to pay- 
ing unusually good wages, Mr. 
Boyd pays an annual bonus to key 
employes, which last year reached 
sizable figures for all concerned. 
The employes understand the busi- 
ness volume and profits on that 
volume determine directly the size 
of their bonus payments. 

In addition to operating an emi- 
nently successful dealer-builder 
business, Mr. Boyd had always been 
active in the affairs of his retail 
dealer association. His activities 
in business and the association 
were recognized by his fellow deal- 
ers who honored him with election 
as their president in 1944 and re- 
election in 1945. Mr. Boyd is at 
present the dealer-delegate to the 
National Retail Lumber Dealérs as- 
sociation for the Lumbermens As- 
sociation of Texas. 


Another Amerock Feature 


ENVELOPE PACKING 





Each item individually wrapped 
and packed in printed envelope to 
protect finish and prevent loss of 
screws and small parts. Templates 
and complete instructions assure 
easy, accurate installations. Look 
for the “Amerock” seal on every 
package, your guarantee of quality. 


ASK YOUR JOBBER 


GENUINE 





bd . 
CN “ 
T. M. REG. PRODUCTS Beri 


AMERICAN CABINET HARDWARE 
CORPORATION 


ROCKFORD, ILLINOIES 





VENEER PLANT 
EQUIPMENT 


Automatic Hot Press Chargers 
Mechanical Hot Press Chargers 
Hot Press Feed Elevators 
Dryer Feed Elevators 

Elevating Tables 

Continuous Core Machines 


Saw Mill Equipment 


Planer Feed Elevators 

Dry Kiln Car Loaders 

Dry Kiln Car Unloaders 

Automatic Lumber Stackers 

Hydraulic and Electric Elevating 
Tables 

Electric Lumber Transfers 


We Specialiee in Designing Saw 
Mill and Veneer Plant Material 
Handling Equipment 








WHAT ARE YOUR PROBLEMS? 


AMERICAN 


MANUFACTURING CO., INC. 
2119 Pacific Ave., Tacoma 2, Wash. 














Efficient Managers 


systematize their work. This 
handy, desk-side MANAGE- 
RIAL FILE saves your time, 
reduces your detail. Keeps 
important papers and pending 
matters at your finger tips— 
increasing your managerial 
efficiency. Used by hundreds 
of important executives. Send 
for FREE folder. 


Northwest Metal Prods. Co. 
1337 E. Mason, Green Bay, Wis. 




















Ww LUMBER that is “engineered” for 
greater beauty, size, strength, 
lightness, weather-and-wear resis- 


tance characteristics, i 


Wel 


FROM THE FORESTS OF THE WORLD - Fir, Pine, 
Gum, Birch and Figured Woods. Waterproof and technical 
plywood a specialty. Write for” Teleply Ticker” Warehouse Stock List today. 





*xWOOD 


AETNA PLYWOOD & VENEER, 1732 ELSTON AVE. © CHICAGO 22, ILL 





IVORY PINE. sete retire 


Klamath Basin 


All that the name implies ’ 
Timber 












Quality lumber from modern mill 
and kilns. Manned by an effi- 
cient organization—small enough 
to give your orders INDIVIDUAL 
attention—large enough to serve 
ALL your needs. Member West- 
ern Pine Association. 





PLANER AND 
JOINTER KNIVES 


— — — also high speed knives and 
molding cutters for the woodwork- 
ing industry. Western Agents: 


TAYLOR-STILES & CO, , at's brow 


RIEGELSVILLE, NEW JERSEY “,”,Mstine ce. 


YY, 




















% SPot CORD 


7. “Mes 
eS 


55G.0.S eat. ofm, REG- U.S. PAT. OFF. 


— the most durable material for hanging windows 


SAMSON CORDAGE WORKS 
BOSTON 10, MASS. 
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KNIGHT 


Single and DoubleActing Receding 
SET WORKS-Saw Mills, Dogs, Edgers 


Manufactured by 


THE KENT MACHINE COMPANY 


117 Portage St, Cuyahoga Falls, Ohio 


SAWMILL MACHINERY * MILL SUPPLIES 


r 











unesecteg secre 


MACHIMERY COMPANY 


American Car Door Roller 


EVERY YARD SHOULD HAVE ONE 
Best and cheapest helper for 
loading and unloading lumber. 
Often pays for itself in one lum- 


ber shipment. Adjustable to fit Can be furnished with wood or steel 
openings 5 to 6 ft. wide: double beam. “American” Logging Tools 
extension roller for door 5 to 8 and Appliances best on the market. 
ft. wide. Write for catalog and information. 


AMERICAN LOGGING TOOL CO., Evart, Mich. 
SPECIALIZING 


in protection for the Lumber Industry 
* * 


SHREVEPORT, (GUISIANA 














Substantial dividend savings have been re- 
turned to policyholders each year. 


Lumbermens 


MUTUAL CASUALTY COMPANY 


James S. Kemper, Chairman 
Mutual Insurance Building 


Chicago 40 U. S. A. 
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MARKET ANALYSIS 


How Production Increases Without 
Helping the Retail Lumber Dealer 
Superficially, the market outlook was the brightest 
in weeks. 
Production, hobbled for months by bad weather and 
labor shortages, was slowly but steadily increasing. 
OPA ceilings were raised on a number of items, 
notably Douglas fir and West coast lumber. 


Wage agreements in the Northwest averted strikes 
in the CIO logging camps and plywood mills. 





BLEAK PICTURE 


Despite these optimistic developments, retail deal- 
ers had no overall encouragement that their bins 
would be stacked within weeks, even months. The lum- 
ber footage finding its way into the general market 
was negligible. The footage by-passing regular retail 
channels was increasing as the mills, with government 
approval, established their own retail yards. 

Lumber was being routed directly from the box car 
or truck to the job. Industries hungry for hardwoods 
sent not only their buyers but their trucks into poten- 
tial markets hundreds of miles away. Black marketing 
continued on a “business as usual” basis. 


DOUGLAS FIR CEILINGS 


Hope for a greater supply of housing lumber came 
as the OPA granted new ceilings ($3.50 per M) for 
Douglas fir and West coast lumber. To take advantage 
of this markup, mills must arrange their cutting 
schedule so that the greatest proportion of their out- 
put will be boards and dimensions—badly needed for 
residential construction. 

The customer, who will absorb the markup, will pay 
an additional $40 to $50 for his house as the result. 


SUBSIDY PLANS ANNOUNCED 


Housing Expediter Wyatt announced the first in a 
series of forthcoming subsidy proposals to manufac- 
turers of scarce building materials. Wyatt offered 
premium payments to representatives of the softwood- 
plywood, structural clay products and gypsum paper 
liner industries. Manufacturers, who had not acted 
on the proposal at presstime, were told any extra out- 
put starting June 1 will be eligible for subsidies. 

Premiums on structural clay products would include 
output of common and face brick (glazed and un- 
glazed), structural clay tile (unglazed) and structural 
facing tile (glazed and unglazed). 


LUMBER CUT INCREASING 


Lumber production for March, the Civilian Produc- 
ticn administration reported, totaled 2,576,016,000 
feet, an increase of 23.8 percent over February. If this 
production schedule continues, granted seasonal varia- 
tion, total annual production will approximate 32 bil- 
lion feet. 

Even at this rate production will fall far short of 
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HOLT HARDWOOD (0. 


Manufacturers of 


MAPLE @ BIRCH © BEECH @ OAK 
STRIP @© BLOCK 
and 
HERRINGBONE 
FLOORING 


BROOM HANDLES 
GRADED SAWDUST 


High Grade Northern Hardwoods 


© 
Custom Kiln Drying 


6 
Members: M. F. M. A. N. HL A. N. H. & HM. A. 


OcOnTe, WISCONSIN 


LANE 


Trade Mark Reg. U. 8. Pat. Off. 











SAW MILLS 


Sturdy and dependable. Fast, accurate saw- 
ing assured. 


Carriages running on roller bearings. Auto- 
matic pawl release on set head. Fast, power- 
ful dogs. Friction or Belt Feed, as preferred. 
Ball Bearing arbor, and roller bearing Feed- 
works if desired. 


Various sizes and dogs to meet your needs. 


years’ experience in building Saw 
a Mills and woodworking machinery. 


LANE MANUFACTURING CO. 


MONTPELIER, VT. 











a 


We're 


deliveries to you. 
profit facts about the 


SEND FOR 
FREE BOOK! 


us at our new St. 


NOW. 


ST. CHARLES, ILL. 





38 MILES 
FROM CHICAGO 


Our move—but YOU have made us 
make it, by your continuous, expanding 
demand for the Belsaw Rip Saw and 
the WILSON Radial Cutting MACHINE. 
gratefull The new 
places us closer to supply-sources, in- 
creases operating facilities, speeds our 
Get the lumber- 


you buy any cutting machine. Address 


Equipment ENXGiNEERUNG Co. 


REPRESENTATIVES EVERYWHERE 





location 


WILSON before 


Charles location 











Logged in 1936-1937 


HARDWOODS @ WHITE PINE © HEMLOCK 


Our sustained yield forest management policy for 
the past thirty-five years is providing for current 


needs of today and future demands of 


DEFEND YOUR TRADE 


with 


MENOMINEE INDIAN 


Neopit, Wisconsin 


Air-dried QUALITY LUMBER 


tomorrow. 


MILLS 


Kiln-dried 
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LUMBER MARKET 


demand. Requirements for veterans housing aud other 
essential needs will be about 37 billion feet. 
OTHER CEILINGS RAISED 

OPA also authorized an increase of 20 percent in 
mill ceiling prices for Western pine house mouldings 
and 6 percent for industrial mouldings. The increases 
were granted to offset a price rise of $4.50 per thou- 
sand board feet for Western pine lumber. 

Hardwood lumber of construction grade not previ- 
ously granted an increase was allowed $5.90 per thou- 
sand board feet by an OPA order affecting the south 
central region. The increase will be passed along to 
the consumer. 

Retail ceilings on oak flooring and miscellaneous 
hardwood flooring were raised sufficiently so consum- 
ers will pay approximately three percent more for oak 
and beech flooring produced in the south and south 
central area. The revision will boost retail prices about 
eight percent on oak and beech flooring produced in 
other areas. 

NEW BASING POINTS 

Since two sets of prices were established by the mill 
price revision, the basing point for computing the 
freight cost was changed to reflect more closely actual 
centers of production. Memphis now becomes the 
basing point for oak and beech flooring from the 
southern and south central areas, instead of Johnson 
City, Tenn. Bluefield, W. Va. replaces Johnson City 
as the basing point for oak flooring from other areas 
and for beech flooring from the Appalachian area. 


Current Statistics on 
Output and Distribution 


Lumber shipments of 421 mills reporting to the 
National Lumber Trade Barometer were 4.1 percent 
below production for the week ending May 25, 1946. 
In the same week new orders of these mills were 10.9 
percent below production. Unfilled order files of the 
reporting mills amounted to 89 percent of stocks. For 
reporting softwood mills, unfilled orders are equiva- 
lent to 30 days’ production at the current rate. Gross 
stocks are equivalent to 30 days’ production. For the 
year-to-date, shipments of reporting identical mills 
exceeded production by 6.6 percent; orders by 6.2 
percent. Compared to the corresponding week of 
1935-1939, production of reporting mills was 16.3 per- 
cent above; shipments were 13.6 percent above; orders 
were 9.8 percent above. 


Southern Pine 


Production of Southern pine by the 107 mills re- 
porting to the Southern Pine association for the week 
ending May 25, 1946 totaled 14,032,000 feet. This was 
16.02 percent below the three-year average for the 
same mills. Shipments for the week ending May 25 
totaled 14,418,000 feet or 2.75 percent above produc- 
tion for the week. Orders placed during the week 
totaled 15,912,000 feet or 13.40 percent above produc- 
tion. 


Western Pine 


One hundred and three mills reporting to the West- 
ern Pine association for the week ending May 25, 1946 
cut 68,277,000 feet. The same week a year ago the 
cut was 69,714,000 feet. Shipments were 56,875,000 
feet or 16.7 percent below production. Unfilled orders 
on hand May 25 totaled 262,205,000 feet and gross 
stocks stood at 528,069,000 feet. 
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S. L. Boyd, International 
Hoo-Hoo President, Dies 

Samuel L. Boyd, 74, prominent 
in midwest lumber circles, died 
May 17. He was American sales 
representative of BC Spruce Mills 
Ltd. until his retirement in 1941. 
From 1939 he was international 
president of Hoo-Hoo, and he was 
a past president of the Twin Cities 
Hoo-Hoo club. 


J. R. Holley Sr., Retired 
Southern Lumberman, Dies 

J. R. Holley Sr., 80; connected 
with several woodworking plants 
and mills in the south, died May 27. 
Until his retirement in 1936, he 
was with the Forest Lumber com- 
pany, Clanton, Ala. 


Forests Products Lab Offers 
Second Kiln-Drying Course 


With more applicants than can be 
accommodated in a single session, 
the Forest Products laboratory, 
Madison, Wis., has announced its 
course in the kiln drying of lum- 
ber will be repeated during the two- 
week period July 8 to 19. The course 
enrollment is limited to 25. Re- 
quests for enrollment should be 
sent to the Forest Products lab- 
oratory, Madison 5, Wis. 


G. C. Haeberle, President of 
Haeberle Lumber Company Dies 


George C. Haeberle, 83, presi- 
dent of the Haeberle Lumber com- 
pany, Niagara Falls, died May 26. 
In addition to his connection with 
the company, founded nearly 100 
years ago by his father, he was ac- 
tive in civic affairs. 


New York Wire Cloth 
Names Contest Winners 


Announcement is made by the 
New York Wire Cloth company, 
makers of Multi-Strand wire 
screening, of the winners of its 
contest, featured in its ads, for a 
short, descriptive name for the 
Multi-Strand edge. 

First prize was awarded to Mrs. 
‘. L. Atkinson, Moss Hardware 
company, Roma, Ga.; second prize, 
Stanley D. Cattelle, Tenefly, N. J.; 
and third prize, Billy B. Steed, 
Leachville, Ark. A special award 
was made to Andrew Denny Jr., 
Pineville, Ky. 
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House Prefabricating Plant 
Opens in Modoc Point, Ore. 

J. M. Fleishman announces the 
opening of a prefabricating plant 
at Modoc Point, Ore., to be known 
as the Klamath Prefabricating 
company. The company will pre- 
fabricate small houses in connec- 
tion with the Timmerman Manu- 
facturing company, Hibbing, Minn. 
Heinie A. Botchek will be general 
superintendent; C. W. Kempter, in 
charge of distribution; C. K. Rose, 
general sales manager; J. H. Moore, 
Redding, Calif., representative. The 
company plans to be in production 
not later than June 15. 


Promotions and Appointments 


DAVID B. WALKER has been pro- 
moted to the position of general 
superintendent, Gilman Brothers 
company, Gilman, Conn. He will 
be in complete charge of produc- 
tion at the present plant and the 
new factory under construction. 


CLIFFORD T. MELANDER, formerly 
chief of the Millwork section of the 
Lumber and Lumber Products di- 
vision, War Production board, has 
been named secretary-manager of 
the New York offices of the Atlan- 
tic Millwork institute. 


ARTHUR BRUCE, executive vice 
president, E. L. Bruce company, 
Memphis, and president, National 
Lumber Manufacturers association, 
has been elected a member of the 
board of directors of the National 
Association of Manufacturers. 


WILLARD L. HEINRICH, controller 
of Georgia Hardwood Lumber 
company, Augusta, Ga., and J. AR- 
THUR THOMPSON, treasurer and as- 
sistant secretary of Eclipse Lum- 
ber company, Clinton, Iowa, have 
been elected to membership in the 
Controllers Institute of America. 


NELS B. ARONSON has been ap- 
pointed superintendent of the Hill- 
yard, Wash., plant of the National 
Pole & Treating division of Min- 
nesota and Ontario Paper company. 


DR. CRAWFORD H. GREENEWALT, 
former assistant general manager 
of the pigments department, E. I. 
du Pont de Nemours & company, 
has been named vice president and 





PAUL B. BERRY 
Grand Rapids 6, Michigan 


If you can furnish any of the following 
(or anything else) write or wire me. 


1 er more cars 4/4" & thicker, but 
mostly 4/4’ Pine, Maple, Birch, Beech, 
Poplar, Gum, Willow, Oak, Magnolia, 
ete. Prefer upper grades but can use 
crating, etc., grades also. KD or AD, 
Rough or surfaced. Can use RW&4L, 
dimension, shorts, etc. Write or wire 
me of anything you have available. 
Send me your stock and price lists. 














SUGAR & WESTERN 
’ a toate 


IMERY ST 
) CALIFORNIA 


Gg U GA 2 Pattern Lumber 


Selects and 


mt NE sho 


California Ponderosa Pine | 
Mouldings and Cut Stock | 








Be Low Cost 
~" Toxic-Water Repellent 
Preservatives 


Chlorinated Phenol Toxic Base. 

Positive protection against Rot, Fungi, - 
Termites, Excess Moisture, etc. 

Formulations to meet all official specifica- 


A vrofitable retail item for Lumber Yards. 








Write for technical data, tests, samples, etc. 


CRE-0-TOX CHEMICAL CO. 


MEMPHIS, TENN. 





Gillies Bros. & Co. Ltd. 


BRAESIDE, ONTARIO, CANADA 

Mfrs. of (PINUS 
Genine WHITE PINE sirosus) 
Air-Seasoned © Water-Cured 


For 104 years, 1842-1946. Capacity 30 million ft. 
annually, 
Members N. W. L. D. Assn. 
DRY STOCK—ROUGH or DRESSED. Prompt Shipment 








Loose Leaf 


TALLY BOOKS 


Tally Sheets with 
Waterproof Lines — 


Send for Catalog of 
Lumber Yard Supplies 


Frank R. Buck & Co 
2133 Touhy Ave., Chicago 45, I11.. 
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member of the executive committee, 
succeeding JASPER E. CRANE who 
is retiring. WALTER J. BEADLE has 
been named vice president and 
treasurer of the company, succeed- 
ing JAMES B. ELIASON, also retir- 
ing. 


C. L. Hamilton, Former 
Weyerhaeuser Official, Dies 


Carl L. Hamilton, 58, Winnetka, 
Ill., senior partner in Booz, Allen 
and Hamilton, management engi- 
neering firm, died May 27. For 20 
years he was connected with the 
Weyerhaeuser Industries, St. Paul. 


J. F. Wigginton, Florida, 
Louisiana Lumberman Dies 


Joseph F. Wigginton, retired 
president and chairman of the 
board of the Florida-Louisiana Red 
Cypress company, Jacksonville, 
Fla., died May 16 at his home in 
New Orleans. 


Whitten, Executive Atkins 
Company, Indiana, Dies 


Eugene R. Whitten, 56, general 
field manager and superintendent 
of the Wide Band Saw division of 
E. C. Atkins and company, In- 
dianapolis, died May 26. He was 
associated with the Atkins company 
forty years and prior to his pres- 
ent position was superintendent of 
the Mill Saw division. 


Asbestos Cement Products 
Assn. Elects New Officers 


Stuart H. Ralph, New York, who 
for many years has been a leader 
in the building materials industry, 
was elected president of the Asbes- 
tos Cement Products association. 
Mr. Ralph, vice president and di- 
rector of the Flintkote company, 
succeeds Samuel P. Moffitt, vice 
president, Ruberoid company. 

Other officers of the association 
are E. W. Smith, vice president of 
Philip Carey company, Cincinnati, 
vice president and Donald M. Tul- 
loch, Philadelphia, secretary. 


I. N. Combs, First Kentucky 
Association President, Dies 


I. Newton Combs, 71, president 
of the Combs Lumber company, 
Lexington, Ky., died May 21. He 
was the first president of the Ken- 
tucky Retail Lumber Dealers asso- 
ciation and a member of its past 
presidents club. 
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CLASSIFIED 
ADVERTISING 


PAYABLE IN ADVANCE 

Copy must be in office of AMERICAN LUM- 
BERMAN by Monday prior to publication 
date. Rates are based on number of WORDS 
and consecutive insertions as shown below. 
Be sure to count address. For “blind’’ ad- 
dress care this publication count 5 words. 
Advertisements are set in uniform style, in 
proper classification, with first line in capitals, 
if so ordered. 

Extra lines of white space count as 5 words. 
Please specify CLASSIFICATION desired. 


8c per word for one insertion. 

7c per word, per insertion, for 2 consecutive 
insertions. 

6c per word, per insertion, for 3 to 5 consecu- 

tive insertions. 

MINIMUM CHARGE $1.60. 

Attractive discounts for 6, 13 or 26 consecu- 


tive insertions. 
hen answering “blind’’ advertisements ad- 


dress number shown care of 


AMERICAN LUMBERMAN 
139 N. Clark St., Chicago 2, Mlinois 


HELP WANTED 

















Wanted: 
Top-Flight 
Pine Sales Executive 


We are looking for a thoroughly 
experienced Pine Sales Executive 
for our own Domestic Pine Sales 
Department. He must have the 
ability to handle a large volume, 
both from the Company’s mills 
and on a wholesale basis from 
our own mill connections, to the 
Retail Yard and Industrial trade 
throughout the United States. 


This is an important job. It will 
pay a good salary plus a liberal 
profit-sharing participation. The 
man selected will have the oppor- 
tunity to eventually become one 
of the principals in the company. 
He must know all phases of the 
Southern Pine business and must 
be engaged in it now. He shouldn’t 
be over 50. 


This is not a “blind” ad, as we 
require a real man for the posi- 
tion and we feel he should know 
to whom he is applying. There- 
fore if you do not fill the re- 
quirements, please do not apply. 
But if you can qualify and are 
interested in this opportunity, 
which is a real opportunity that 
seldom comes to anyone, then ap- 
ply . .. and it will be treated 
with utmost confidence .. . to: 


Gene Howerdd, Vice President 


Georgia Hardwood Lumber 


Co. 


Augusta, Georgia 








HELP WANTED 


BOOKKEEPER 

Want to employ Bookkeeper thoroughly ex- 
perienced in Retail Lumber and Building Ma- 
terials to assist Secreta and Treasurer of 
large Florida Concern. Must be capable and 
fast. Send history of re together 
with references. Address -27, American 
Lumberman. 











ARCHITECT 


Progressive Florida Lumber and Building Ma- 
terial Company wants to employ Graduate 
Architect or experienced Architectural Draits- 
man to design Small Homes and other Build- 
ings. Address T-26, American Lumberman. 


Good White Oak Timber Cruiser. Must be 
active, energetic and competent. Give experi- 
ence and furnish references with application. 
Steady employment at oa ge AMP. 
BELLSVILL OOPERAGE CORP., Campbells- 
ville, Kentucky. 


WANTED: Men to call on mills in southern 
states to buy and ship yellow pine in dimen- 
sion, flooring, siding, etc., on cash basis. 
State experience and salary required first 
letter. Address T-37, American Lumberman. 











EXPERIENCED RETAIL LUMBERMAN 


Large. progressive Florida firm wants to em- 
nae an experienced Retail Lumberman who is 
amiliar with construction and can list quan- 
tities from plans and make estimates. Prefer 
all-around man who is familiar with Hard- 
ware and Paint and who has some knowledge 
of Millwork. No liquor. A good job with a 
ood future for high class man. Address T-25, 
erican Lumberman. 





ASSISTANT MILLWORK ESTIMATOR 


Young man with experience figuring Sash 
and Doors and with ability to list millwork 
from plans. State age, experience, salary 
expected and how soon you would be avail- 
able. THE HALLACK & HOWARD LUMBER 
co., P. O. BOX 299, DENVER, COLO. 





Wanted: Experienced hardwood inspector of 
Northeastern hardwoods for Eastern hard- 
wood distribution yard. Address T-32, Ameri- 
can Lumberman. 





WANTED: Men to contact mills in Pennsyl- 
vania, Ohio, Kentucky. Tennessee, West Vir- 
ginia, Virginia, Maryland, North Carolina, to 
buy railroad material, cross ties. grade 
lumber. Good proposition for right parties. 
State age, experience, salary and territory 
wanted. Address T-36, American Lumber- 
man. 


WANTED: Large retoil lumber organization 
doing million dollar volume of business an- 
nually in a city of 120,000 wants high grade 
manager. Must have the following qualifi- 
cations: Well educated. college education 
preferred; thorough knowledge of lumber, 
millwork and mason supplies, must be sales 
conscious and have — to originate and 
execute sales programs. Those lacking any 
of the above qualifications need not apply. 
Address T-39, American Lumberman. 





PRODUCTION SUPERINTENDENT 


For large wood products manufacturing con- 
cern. Must be thoroughly experienced in 
manufacturing all types of wood products and 
remanufacturing lumber. and be capable of 
directing machine shop for tooling production 
orders and directing over 500 employees. Man 
we desire will be between 40 and 50 years 
of age with not less than 20 years of actual 
experience as a background. Salary com- 
mensurate with ability. Do not apply unless 
fully qualified. Please give all pertinent in- 
formation. Address X-27, American Lumber- 
man. 





Wanted: Experienced Millwork Superintendent 
for plant employing about 80 people manu- 
facturing stock and special millwork. Fine 
opportunity for aggressive man. State age. 
experience and salary. Address X-37, Amer- 
ican Lumberman. 





Two lumber buyers required—one in South 
and one in West. Prominent Eastern manu- 
facturer needs live wire to purchase and ex- 
pedite lumber and millwork. State your 
qualifications and salary desired. Address 
X-51 American Lumberman. 





Biller-Detailer on Custom Millwork from Ar- 
chitects plans. Experienced and Accurate. 
Give complete information, references, salary 
desired. Fort Wayne Builders’ Supply Co., 
Fort Wayne, Indiana. 
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